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We’re Sold 


on our Field Force... 


and proud because of its Suecess 
in delivering to the public 

Quality Service throughout 1951 — 
Our Field made one of the most 
outstanding increases in 

Western and Southern history 
bringing our Total 


Insurance In Foree 
on 4,141,455 Policies to 


$2,358,715,239 


Congratulations! 
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Pesolve Technical 
Differences Over 
New 213 Article 


McLain Committee, 
Department Ready to 
Face Legislators 


NEW YORK — All technical differ- 
ences between the views of the McLain 
committee and the New York depart- 
ment are reported to have been resolved 
_ and a new article IX-F will be ready to 
# offer the Condon committee of the New 
} York legislature when hearings get un- 
) der way next Thursday and Friday at 
| the Hotel Roosevelt, New York City. 
There are a couple of substantive 


| points on which the companies and the 
department are not in agreement, such 
as the control that the department thinks 
it should have over allocation of ad- 
vances made by companies whose agents 
sell both life and A. & H. insurance. 
| But these are not regarded as_ barriers 
| that will prevent the passage of legisla- 
tion at this session. ; 
The actuarial subcommittee of the 
McLain committee, headed by Valentine 
| Howell, executive vice-president and 
‘actuary of Prudential, and Richard C. 
Guest, vice-president of Massachusetts 
| Mutual, met for 214 days last week and 
) expected to have their report ready for 
| the meeting of the full committee sched- 
’ uled for Thursday of this week. ; 
The Condon committee, and particu- 
larly Senator Friedman of Brooklyn, 
were particularly interested in estimates 
of what the proposed changes would 
cost the policyholders, both in general 
and in New York state. Efforts have 
been made to come up with a reasonable 
estimate but the problem is a tough one. 
If the companies guess too high they 
may be in danger of prejudicing their 
cause. If they put the estimate too low 
they may be accused of trying to dis- 
tort the figures in their own favor. 
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Agent Delegates 
Convened By 
Prudential Union 


A possible early conclusion of the 
Prudential agents’ strike was seen in the 
} announcement of a_ scheduled meeting 
| between company officials and represen- 

tatives of the Insurance Agents Inter- 

national Union, AFL, in Washington 
» on Feb: 7. Previous negotiations have 
| been held in New York. 

This is the first time since the be- 
ginning of the strike that the union 
convened the elected bargaining repre- 
sentatives of the agents for negotiations 
with company officials. Heretofore the 
agents have been represented by union 
officials, A favorable vote from these 
delegates will be required to terminate 
the strike, if the agents decide to accept 
the terms. This is the first time the 
delegates have been assembled. 

Federal Mediator Thomas G. Dough- 
erty planned to attend the meeting. 








Detroiters to Hear Coursey 


William G. Coursey, executive sec- 
retary of the International association, 
will speak at the Feb. 12 meeting of 
Detroit Assn. of A. & H. Underwriters. 





WSB Application 
Forms for Approval 
of Plans Printed 


WASHINGTON—Forms on which 
to apply for new or increased welfare 
benefit plans have been printed and 
should be in the hands of wage stabili- 
zation board regionaf offices by the end 
of this week. The press run is 400,000. 

Acknowledgements will be by post- 
card and will be sent as promptly as 
possible. They will be in three forms: 

1. If the WSB staff finds that the 
application does not exceed the review 
criteria, the acknowledgement card will 
state that the plan is approved. It is 
planned to send out these cards within 
10 days of receipt of applications. If 
such a card is received, the employer 
won't have to wait until 30 days are up 
but can proceed immediately to put the 
plan into effect. 

2. If the staff considers that the ap- 
plication needs a closer look before get- 
ting a green light, a card merely 
acknowledging receipt of the applica- 
tion will be sent out. If the employer 
hasn’t received any further communica- 
tion from WSB within 30 days of the 
postmark date of the acknowledgement 
card, he can go ahead and put the plan 
into effect. It should be noted that the 
30 days run from the postmark date 
and not the date of mailing the applica- 
tion or when WSB would presumably 
receive the application. Postcards will 
be sent out as promptly as possible to 
prevent needless delay in starting the 
30-day period. 7 


No Action Yet on Pensions 


3. If the WSB staff can tell definitely 
that the plan applied for is going to 
require examination, the employer will 
receive a card, mailed within 10 days 
after WSB gets the application, saying 
that the plan must await examination 
by the staff before being put into ef- 

It was thought that WSB_ would 
reach a decision on pensions by the end 
of last week but there have been 
further delays, mainly due to the public 
members being out of town. It now 
appears that pension regulations will 
not be available for several weeks. 

The salary stabilization board was 
scheduled to issue this week a regula- 
tion supporting its resolution that bene- 
fit plans conforming to WSB standards 
will be considered as meeting SSB 
criteria. However, the SSB has given 
no indication on what rules it will apply 
where no wage-and-hour employes are 
involved, such as plans employing no 
wage-and-hour workers or having sep- 
arate benefit plans for executives, ad- 
ministrators and professional employes. 


OKs Word ‘National’ 


in Company Names 


WASHINGTON—The Senate judi- 
ciary committee favorably reported a 
bill allowing use of the word “national” 
in firms names of certain insurance or 
indemnity businesses. 

Some such concerns had used the 
word in their names before enactment 
of the code prohibition, it is stated. 


1951 NSLI Policies in 
Force Increased Over 1950 


WASHINGTON — The VA reports 
that NSLI policies in force through 
1951 were up 1,300,000 over 1950. Al- 
most half of the 2,000,000 World War II 
veterans who converted their NSLI 
policies to permanent plans selected 20- 
payment life policies, according to the 
VA report. 








N. Y. BILLS PASS 


OK Investing 
Teachers’ Pension 
Funds in Stocks 


ALBANY — Both houses of the New 
York legislature unanimously approved 
Tuesday bills to incorporate the College 
Retirement Equities Fund, which would 
permit investments in stocks of part of 
the pension funds administered - by 
Teachers Insurance & Annuity. The bill 
was requested by Teachers and it would 
permit pension fund members to elect to 
have half of their contributions in- 
vested in common stocks and other 
equities. At retirement they would re- 
ceive half of their pension in a fixed 
number of dollars, guaranteed by earn- 
ings of debt obligations, in which all 
funds are now invested. The rest of the 
pension would vary according to the 
earnings of the equities fund. 


Much Interest in Measure 


While the legislation would apply only 
to the special fund sought by Teachers, 
there is considerable interest among 
life companies in the measure, as it 
would obviously set a precedent and 
pave the way for possible similar funds 
among other life companies. 

Because both the companion bills in- 
troduced by Teachers were passed the 
same day, it will be necessary to have 
one of the bills which has already been 
passed go to the other house before the 
measure can be sent to the governor. It 
is anticipated that it will be passed 
early next week. 


Almost $800,000 in 
Death Claims from 
N. J. Plane Crash 


Almost $800,000 in death claims are 
reported thus far by life insurance com- 
panies as a result of the Jan. 22 crash 
of a scheduled airliner at Elizabeth, 
N. J.. in which the death toll was 30, 
according to Institute of Life Insurance. 
This amount was paid under 87 policies. 

This was the second air crash at Eliza- 
beth within six weeks, but while the 
previous one Dec. 16, involving a non- 
scheduled plane, resulted in 56 deaths, 
the death claims paid in that disaster 
amounted to $77,000 under 32 policies. 

The largest aggregate paid for any one 
catastrophe in the past 18 months was 
in the Richmond Hill wreck of the Long 
Island railroad in suburban New York, 
Nov. 22, 1950, when the 79 fatalities 
brought death claim payments of $1,- 
476,000 under 226 policies. 

Other catastrophe payments in- 
cluded: Woodbridge, N. J., wreck of 
Pennsylvania railroad Feb. 6, 1951, 85 
deaths, $977,000 benefits under 205 pol- 
icies; Wyoming wreck of Union Pacific 
railroad Nov. 12, 1951, 21 deaths, $446,- 
000 benefits under 44 policies; Orient, 
Ill., coal mine explosion Dec. 21, 1951, 
119 deaths, $168,000 benefits under 93 
policies: crash of Pittsburgh-to-Buffalo 
plane, Dec. 29, 1951, 26 deaths, $120,000 
benefits under 16 policies; Rockville 
Centre wreck of Long Island railroad, 
Feb. 17, 1950, 32 deaths, $114,000 bene- 
fits under 39 policies. 











Frederick Opposes Cheek 


John N. Frederick of Charlotte, N. C., 
head of Piedmont Adjustment Co., has 
announced as a candidate for insurance 
commissioner of North Carolina to op- 
pose Commissioner Cheek, who already 
has announced his candidacy. Mr. 
Frederick has had 20 years’ experience 
in insurance. 


C. V. Parkinson 
Issues Statement 
in Press Conference 


Replies to Gould 
Articles; Refutes 
All “Insinuations” 


NEW YORK—C. V. Parkinson of 
C. V. Parkinson Associates advertising 
agency held a press conference Tuesday 
at which he distributed copies of a 
seven-page statement attacking the 
series of articles in the New York Jour- 
nal-American, some of which mentioned 
that the New York department in the 
course of its regular triennial exami- 
nation of Equitable Society, had been 
looking into Placing of some $2% mil- 
lion in advertising through the Parkin- 
son agency in 2% years. 

The opening article in the series last 
week dealt with the advertising expendi- 
tures. The final article appeared Tues- 
day. They were written by Leslie 
Gould, financial editor. They mentiened 
that C. V. Parkinson is a son of Pres- 
ident Thomas I. Parkinson of Equitable. 


Sees Attack on Integrity 


“In a recent series of articles b 
Leslie Gould of the Hearst Wasenenes 
Syndicate there was o iginated a con- 
centrated attack by implication upon 
C. V. Parkinson Associates, Inc., and its 
personnel,” Mr. Parkinson’s statement 
begins. “In a deliberate and malicious 
distortion of fact, Gould attacked the 
integrity, ability, and ethics of this or- 
ganization and its officers. The story 
originated by Gould has been picked up 
by other sources of public information 
and been given extremely wide publicity. 
In view of the fact that the insinuations 
originally brought forth have appeared 
also in reputable columns, we feel com- 
pelled to make a clean-cut statement of 
the facts.” 


Following is nearly all of the re- 


mainder of C. V. Parkinson’s state- 
ment: 


ACQUISITION OF THE ACCOUNT $e 


, During the period of 1943 to 
C. V. Parkinson conducted a wag a 
personal surveys in rural areas. These 
surveys were aimed at an analysis of 
the rural population’s potential for in- 
Surance sales and a concurrent analysis 
of the goodwill or lack of it in the rural 
mind towards the major life companies 
They revealed the following: : 
1. A general lack of understanding of 
pgp rpoermn ne gs pee bp life insurance and 
a s ad suspic 
ance Lomuantes. Snare: SE Sere, Snes 
é mental association of th 
companies with Wall Street phage oot 
business, which indicated a feeling that 
such companies had absolutely no under- 
poten. _ 7 real interest in the aver- 
as n the av - 
Suiler average non-urban com- 
3. A predominance of insuranc - 
phe omen? in = areas who felt they 
eceiving litt 3 
their Hysetalan- Shy e or no support from 
n the basis of these facts, Mr. Par - 
son presented to Equitable Life xine 
theme of a campaign designed solely for 
rural areas. Equitable approved a main 
introductive series of surveys in 1948 
and ordered commencement of test ad- 
vertising in 1949. It is to be emphasized 
that ‘there was no assurance whatsoever 
previous to the end of 1948 that Equi- 
table would use the services either of 
C. V. Parkinson or of C. V. Parkinson 
at ones a Survess were conducted 
sonal and corpo 2 ba 
speculation.” porate expense “on 
e results of the surveys an 
campaign outline sold the ps bach on po 
the quality of the projected campaign 
led Equitable in February of 1949 to 
transfer to C. V. Parkinson Associates, 


(CONTINUED ON PAGE 8) 
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Excellent Year 
for Many More 


ATLANTIC LIFE 


Atlantic Life insurance in force in- 
creased to $268,614,795 during 1951. This 
represented a gain of $18,621,886 over 
the previous year. Assets rose more 
than $3,800,000 to total more than $65,- 
900,000. Bond holdings totaled $19,575,- 
602 and mortgage loans amounted to 
$32,074,836. These accounts combined 
represented 78% of assets. There was a 
special valuation of securities reserve 
of $198,115. Surplus increased by $408,- 
693 and surplus to policyholders $4,646,- 
000. There was $4,065,259 paid to 
policyholders and beneficiaries. 


CANADA LIFE 

New insurance for Canada Life totaled 
$144 million. This exceeded the 1950 fig- 
ure by $5 million. New annuities, on the 
net basis, amcunted to $36 million com- 
pared with $19 million in 1950. This 
volume was provided under 22,000 new 
life policies, 3,000 new annuity contracts 
and group contracts covering 12,000 
individuals. New annual premium in- 
come amounted to more than $4,400,000. 
The total premium income rose 10% to 
more than $41,600,000. 

Gain in life insurance in force for the 
year was $97,800,000, bringing the total 
to $1,355,000,000. Annuity business in 
force amounted to $210 million, a gain 
of $33,900,000. Total policy payments 
during the year amounted to $27,800,000. 
Assets increased by more than $21 
million to exceed $409 million. Surplus 
was $22 million. An allocation of earn- 
ings of $4,800,000 was made, an increase 
of $400,000 over the previous year. The 
net interest rate was 3.65% as compared 
to 3.58% during 1950. 


COLUMBUS MUTUAL 

Columbus Mutual had its best year in 
history with new business of $46,170,608, 
an increase of 22% over 1950, 59% over 
1949 and 112% over 1948. There was a 
$30,341,645 net gain in insurance in 
force to a total of $304,164,470. Net in- 
terest earned was 3.46%. Assets totaled 
$89,280,268, an increase of $5,883,501 for 
the year. Death claims totaled $1,512,830. 
Dividends paid and credited to policy- 
holders exceeded $1 million. Payments 
to living policyholders were $2,597,114. 
There was $600,000 added to a special 
policy reserve and surplus was increased 
by $150,027, bringing surplus to policy- 
holders to $11,035,475. 


CONNECTICUT GENERAL 

New life insurance written during 1951 
by Connecticut General Life was $523 
million compared with $410 million in 
1950. Life insurance in force totaled 
$4,210,436,083, an increase of 17.2%. 
A. & H. premiums, including group, 
totaled more than $38 million, an in- 
crease of 49%. Total premium income 
in deposit administration funds increased 
25.4% from $131 million to $164 million 
in 1951. Annuity and pension business in 
force, measured by potential annual in- 
come provided, showed an 11.5% gain, 
bringing the figure up to more than $38 
million. 

Policyholders and_ beneficiaries re- 
ceived $77 million during the year, an 
increase of $15 million over the total 
paid in 1950. Assets increased to $939 
million. Additions of $6 million were 
made to contingency and surplus funds 
bringing the total of these to almost $72 
million. The interest rate on new in- 
vestments before taxes and investment 
expenses was 3.85%, representing an 
increase over the 3.62% earned during 
1950. The interest earned on total funds 
after investment expenses was 3.23%, 
which was reduced to 3.05% after taxes. 


FEDERAL LIFE, CHICAGO 

New life insurance paid for by agents 
of Federal Life of Chicago during 1951 
amounted to $22,973,491. Life insurance 
in force rose to $148,382,620. Assets 
increased to $33,069,587. After payments 


Unfolds 
Companies 


for retirement of stock in connection 
with mutualization, surplus increased to 
$2,286,593, in addition to $1 million in 
the capital stock fund. Payments to pol- 
icyholders and beneficiaries to date ex- 
ceed $85 million. 


GREAT-WEST LIFE 

There was more than $293 million of 
new life insurance and annuities placed 
by Great-West Life during 1951. Busi- 
ness in force reached $1,891,000,000. 
Assets totaled $413 million. There was 
$34 million paid to policyholders and 
beneficiaries. Mortality showed improve- 
ment. The gross rate of interest rose 
during the year to 3.82%. The sale of 
group and group annuities was 22% 
higher than last year and totaled $107,- 
900,000. Group in force rose to $462 
million. Group now forms more than 
22% of the total business. 

Assets increased $28 million during 
the year and now total $413,000. Total 
income was $74 million, an increase of 
12% over 1950. 


MASSACHUSETTS MUTUAL 


Agents of Massachusetts Mutual set a 
new all-time high sales record for the 
company during 1951 with combined 
ordinary and group sales amounting to 
$349,821,672, an increase of $1,953,773 
over the previous high established in 
1950. The ordinary department sold 
$303,233,540 of new business, an increase 
of $8,281,382 over 1950 and exceeding 
the $300 million goal set for the year. 
There were 2,629 individual annuities 
placed to provide $1,134,988 in annual 
incomes. Group life sales amounted to 
$46,588,132. Group & H. coverages 
were written with estimated annual pre- 


miums of $1,136,455 and new group 
annuity premiums amounting to $1,682,- 
838. 

Massachusetts Mutual Life insurance 
in force now totals 702,051 policies for 
$3,373,293,150. Of this, group life totals 
$188,388,451 on 107,746 certificate hold- 
ers. The year’s combined increase is 
22,164 policies and $211,093,889 of life 
insurance. 

There was $99,002,498 paid to policy- 
holders and beneficiaries. There was the 
sum of $15,978,498 set aside for payment 
of dividends in 1952, an increase of 
$1,135,489 over the previous year’s allot- 
ment. 

Assets totaled $1,471,844,452, an in- 
crease of $76,615,488. The net rate of 
interest earned was 3.26% and the cor- 
responding ratio fn 1950 was 3.16%. 
There was $3,849,646 added to the sur- 
plus fund, a security valuation reserve 
was established amounting to $1,024,128 
and the security fluctuation fund is now 
being carried at $2,520,794. Unassigned 
surplus amounted to $86,451,642. The 
federal income tax the company paid for 
1950 was $1,497,000, but in 1951 this 
was increased by revision of the federal 
income tax formula to $2,600,000. 


MANHATTAN LIFE 

Life insurance paid for during 1951 
by Manhattan Life was at a record $64,- 
551,127, a gain of 34% over the 1950 
volume of $48,216,122. Insurance in force 
rose to $297,426,641, a gain of 17.5%. 
Assets reached $67,713,248, an increase 
of 11%. Premium income was $11,680,- 
214, compared to $10,437,982 in 1950. 
Payments to policyholders and_ bene- 
ficiaries were $4,932,864 compared to 
$4,463,508 in 1950. The average size 
policy rose from $6,430 in 1950 to 
$6,724 in 1951. 


MIDLAND MUTUAL 


Midland Mutual Life agents paid for 
$21,830,182 new life insurance. The total 
(CONTINUED ON PAGE 20) 


Top-Flight 
CAREER 


TRIVETTE 


SCHACK 


Commonwealth is indeed proud to pay tribute to these two national 
leaders in the ordinary department, and also to recognize the many 
other Commonwealth Careermen who turned in such a splendid 


performance in 1951. 


Walter L. Trivette, Commonwealth Careerman in the Central Ken- 
tucky Branch, was awarded the Director of Agencies Trophy for 
the greatest volume of paid business for the year 1951. Walter 
Trivette has been a Commonwealth Careerman for the past four 


years. 


John T. Schack, Commonwealth Careerman in the Cincinnati 

Branch, won the Supervisor of Agencies Trophy. This award is 

made each year to the Careerman who pays for the greatest volume 
of net-new business during his first contract year. 


INSURANCE IN FORCE JANUARY 1, 1952 — $541,728,825 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 





AS OTHERS SEE US 
French Insurance 
Executives Assess 
American Methods 


As the result of visits of French jp 
surance executives under Marshall pj, 
auspices to the United States, the Actig 
Committee for the Productivity of Ih 
surance has been created by more thar 
50 French companies to fill a Combined 
role in activities similar to those 
L.I.A.M.A. and also of L.O.M.A T 
further this committee, a second Frend 
mission will visit the U. S. from Fe, 
25 to March 15. ‘ 

The French insurance men have jug 
released a report of this visit in whic, 
they make a number of revealing con, 
ments about their experience. One mem. 
ber of the mission reported: “The pea 
which your people put into their work 
amazes me. I see it everyhere, from 
executives down to the youngest clerks” _ 

The president of a large French com 
pany declared, “American insurance men 
seem to enjoy their work, to be proyj 
to practice their profession, to be sincere 
in their efforts to render real service to. 
the public, and to be constantly on th | 
search for ways of improving this sery. 
ice. In doing so they seek incessantly 
to perfect themselves.” 

There are three areas of American 
and Canadian insurance that came in for 
widest praise, the recruiting and training 
of agents, the training of office person. 
nel and their working conditions, and 











public relations. There was comment 
for example, that “the amount of space 


tion is most amazing.” 
Praise Public. Relations 
In connection with 


mented: “The results in making known 
the role of life insurance companies to 


truly remarkable.” 
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the public, the many services performed f 
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and the needs which they fulfill, all are | 
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French report states: 


“Agents study — 


The in 


theory and are trained in the field by the adva 


experienced instructors. 
their disposal a great variety of booklets, 
courses and folders. It is easy to under- 
stand why they become excellent sales- | 
men, the more so because accent js. 
placed on the fact that service to the 
public is paramount.” 

The report notes three important 
points in connection with office person- 
nel: The training of employes in life 
insurance in general, as well as phases } 
relating to the individual’s job, the fine 
working conditions and the high morale. 

The report states: “The relationship 
between various categories of personnel 


They have at | 





seems to be very cordial, without regard 
to rank, and the management seems to 
participate actively in the creation of 
this spirit.” 

There was one Frenchman who ex 
pressed himself as astounded to see as 
many as 250 persons, including depart- 
ment heads, working in a single large 
room. He observed that in France de- 
partment heads expect private offices. 


Tattevin Again in Charge 


The second French mission will be 
headed again by Georges Tattevin, who 
headed the first mission. The second 
mission will be sponsored by the new 
French organization and will concen- 
trate principally on recruiting and 
training, home office personnel, work 
organization and public relations. The 
French action committee is making 
plans for a convention at Monte Carlo, 
April 28 through May 3 to which Amer- 
ican and European insurance people 
have been invited. 

The mission will comprise seven mem- 
bers. They will spend two weeks study- 
ing life insuance and one week on 
A. & H. They will visit New York, 
Chicago, Hartford, Philadelphia and 
Washington, D. C. 
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NEW YORK—The investment re- 
search program of the Life Insurance 
‘Assn. of America has already proven of 
great practical value, even though com- 
rshall Phe pletion of its most ambitious projects is 
the Acta | still ahead, it is indicated in the report 
t of Dr James J. O'Leary, L.I.A. director 








vit 
pe Bs he of investment research, : 
2 Combined Listing what officers of life companies 
» those gf) who have been close to the investment 
M.A, research program feel are its principal 
nd Freng, | advantages, Dr. O’Leary said that per- 
rom Feh | haps the most outstanding during the 
fast two years has been that as the 
have jug national emergency has developed, the 
in whic, | program has given the life insurance 
aling com. | business a close contact with govern- 
Ne mem.) ment policy-makers on the question of 
“The Zest credit controls. 
their work Partly because of the research pro- 
lere, from | gram, the insurance business had an 
St clerks” excellent opportunity to consult with the 
ench com. federal reserve board and the housing 
Trance men and home finance agency on controls 
be proui over mortgage credit and the same 
€ sincere 2 opportunity has been provided in connec- 
service to | tion with general credit controls and the 
ly On the | voluntary credit restraint program. 
thi 
ncessanth Better Factual Background 
Awan The most important use of the L.I.A. 
sme nin research program, said Dr. O’Leary, is 
d traiaie to provide a better factual | background 
e carn against which policy decisions can be 
rk “ made by life companies “and perhaps 
comma more importantly by public officials. 
Of space | Dr. O’Leary’s report points out that 
id recrea. | the “broad economic changes which 
fa have already taken place in our national 
economy and which will continue to 
occur in coming years give rise to many 
problems affecting the investment opera- 
relations, | tions of life insurance companies. They 
10n com- — not only affect the decisions of life com- 
ig Known panies but they also give rise to impor- 
panies to tant policy decisions of the federal 
erformed | government which in turn have an 
economy, impact on the investments of life insur- 
I, all are | ance companies.” 


ing, the | Helps Meet Investment Problems 


ts study The investment research program has 
field by _ the advantage of being of direct help 
have at | in meeting investment problems within 


booklets, | the insurance business, the report states. 





‘o under- | For example, mortgage lending officers 
nt sale | have considered the data compiled on 
Ccent is | mortgage lending income and costs to 
€ to the} be of considerable value. Also, for ex- 
ample, the data drawn from the corporate 
nportant | bond research project has been of aid 
_Pérson- © in the work being done on the valuation 
5 in life 4 of securities. Likewise, the data collected 
3 pas on investment commitments is of great 
the - interest within the business. 
tionil 5 Besides, the investment research pro- 
ocualll gram has a considerable amount of 
t real public relations value, the report points 
seemall out. It provides the life insurance busi- 
stion of | OCS with close contact with economists 
| in academic and government positions. 
who The program has been developed with 
. ene considerable aid from academic and 
depart government economists and the view 1S 
es widely held that life insurance is making 
nce det a major contribution to economic re- 
rool search. 
- Dual Program 
will be The L.I.A. investment research _pro- 
se ll gram includes activities of the staff and 
cecal research sponsored by the L.I.A. but 
he al vi nen! on by research groups outside 
pet be business. The entire program is under 
g an the L.LA. investment research com- 
° work § Mmttee, of which Robert B. Patrick, fi- 
The — vice-president of Bankers Life 
making of Iowa, is chairman. 
Catia Research sponsored by L.I.A. but 
aa ee on by outside agencies includes 
people these projects: The financial research 
Program of the National Bureau of 
a meant Economic Research, which will cost 
“study- | out $500,000 and to which the life 
sek on § Surance business has contributed $167,- 
Vale ye: other large contributors being the 
a and Ron: of Reserve City Bankers and the 
ockefeller Foundation; the research 
i 





L.A. Research Projects 
Already Prove Value 


project on saving and the American 
capital market, under the direction of 
Raymond W. Goldsmith, under way 
since the summer of 1948; research on 


capital requirements in the American 
economy; and the formula plans for 
common stock purchases. 
Goldsmith Project 

The Goldsmith project, originally 


scheduled to take 2% years and cost 
$100,000, will take 3% years to complete 
and cost about $185,000. The increase in 
estimated time and cost is due to rising 
costs of research personnel, difficulties 
in obtaining satisfactory staffs, and un- 
foreseen difficulties in obtaining basic 
data. The groups in charge of the proj- 
ect, however, are agreed that Dr. 
Goldsmith has been doing a monumental 
piece of work and his study, when pub- 
lished, will be recognized as a major 
contribution to information in the field 
of saving and investment. 

It will be in four volumes. The first 
has been turned over to the Princeton 
Press for publication. The second is 
virtually completed. The third volume 
will include a number of special studies 
carried on as a part of the general study 
of savings. Included is a study of wealth 
held by individuals, as shown by estate 
tax returns, a study of savings as re- 
flected in the various surveys of recent 
years, and a study of national wealth 
estimates. The studies are already com- 
pleted or nearing completion and should 
be ready for the printer in the next few 
months. 

The big job remaining is for Dr. 
Goldsmith to write a summary volume 
bringing together all his conclusions 
about savings. It is expected that he will 
be occupied with it until about the mid- 

(CONTINUED ON PAGE 20) 





Here is the newly dedicated Pan-American Life home office at New Orleans. 








Home Life to Move 
Some Departments 
to N. Y. Suburbs 


Home Life of New York intends to 
move some home office departments to 
a suburban location within the next 
decade, according to President William 
J. Cameron. 

The company is planning, however, to 
continue its headquarters in New York 
City. The decision, approved by the 
directors, opens the way for a considera- 
tion of possible sites and many other 
problems connected with such a move. 

Asked what would probably consti- 
tute the “headquarters” that will remain 
in New York City, the company indi- 
cated that no decision had yet been 
reached on that point. 








skill. 


a centaur. 





The Centaur 


Who is the greatest horseback rider in the world — 
jockey, cowboy, Indian, Arab, Cossack, cavalryman, 
polo player? All of these, expert though they are, have 
to give way to the excellence of a rider out of the land 
of mythology—the centaur. The centaur had the body of 
a man growing out of a horse. Horse and man were one. 


A picture of the centaur could be the symbol of per- 
fection for the underwriter except that the perfect un- 
derwriter and the centaur have an important point of 
difference. That one point is that the centaur—man and 
boy and horse and colt—throughout his life is a perfect 
horseman, whereas the underwriter is not born to his 


Nature herself never produces a man who can ride as 
well as a centaur, but with a man practice can improve 
his horsemanship. And training and practice largely ac- 
count for the excellence of an underwriter’s skill. With 
him perfection is not a myth, not a figment of imagina- 
tion. It is an ambition and he can try to make his job 
so much a part of him that he can ride to victory like 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Set Life Insurers 
Conference Dates 


Life Insurers Conference will hold its 
annual meeting at Edgewater Gulf Ho- 
tel; Edgewater Park, Miss., April 23-25. 
The executive committee will meet the 
evening of April 22. 

Bascom T. Baynes, president Home 
Security Life, heads the program com- 
mittee. Chairman of the attendance 
committee is A. A. Biggio, vice-presi- 
dent Liberty National Life, and chair- 
man of the activities committee is Vic 
S. Oulliber, executive vice-president 
Delta Life, New Orleans. 

Four companies have recently been 
elected to membership in the confer- 
ence. They are American Home Life, 
Columbia, S. C.; Business Men’s Assur- 
ance, Kansas City, Mo.; Coastal States 
Life, Atlanta, and Life of Virginia, Rich- 
mond. These additions bring the total 
membership of the conference up to an 
all-time high of 92. 





Hahn Resigns Post With 


L.O.M.A.; Plans Undisclosed 


_NEW YORK—Erwin W. Hahn, as- 
sistant secretary of Life Office Man- 
agement Assn. since 1950, has resigned. 
He has not announced his plans. 

Mr. Hahn, who is a C.L.U., is 42 
years old and has devoted nearly a 
quarter century to home office life in- 
surance operations. He was with Me- 
tropolitan Life for 20 years and was 
sales promotion assistant in the field 
mangement department when he went 
to the Veterans Administration as tech- 
nical adviser to the insurance director, 
later becoming chief of the underwrit- 
ing and premium accounts division of 
the New York district. He left the VA 
to join the L.O.M.A. 

Mr. Hahn graduated from the New 
York University school of business and 
holds the Insurance Institute of Amer- 
ica’s certificate in life insurance. 





Smith New Deputy for Life, 
A. & H. for West Virginia 


Commissioner Crichton of West Vir- 
ginia has named James B. Smith deputy 
commissioner for life, and A. & H. Mr. 
Smith will also handle policyholder and 
public complaints. 

He was formerly with the Morgan 
general insurance agency at Charles- 
ton, and past president and secretary 
of the Charleston Assn. of A. & H. Un- 
derwriters. He is a Korean veteran. 





May Participate in Group . 

The committee on insurance of the 
Massachusetts legislature reported 
favorably on a bill that would permit 
state municipal employes to participate 
in group life insurance. 
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Partridge Editor 
of Life Assn. News 


James M. Partridge has been ap- 
pointed editor of Life Association News, 
official publication 
of the National 
Assn. of Life Un- 
derwriters. His ap-. 
pointment coincides 
with the planned 
expansion ot 
N.A.L.U.’s _ public 
relations activities 
under Wilfrid E. 
Jones, director of 
public relations, 
who has relin- 
quished the editor- 
ship of the News 
after 23 years in 
that post. 

One of the objectives of this change, 
according to B. N. Woodson, manag- 
ing director of N.A.L.U., is to broaden 
the scope of Mr. Jones’ executive and 
administrative duties with N.A.L.U., en- 
abling him to carry out plans for an 
even more extensive public relations 
program. He will continue to be respon- 
sible for the business management of 
Life Association News. 

Before joining the News’ editorial 
staff in 1948, Mr. Partridge was life in- 





J. M. Partridge 


surance editor of the Insurance Advo- 


cate of New York City. He began his 
news writing career in 1940 with the 
Rockefeller Foundation and the Social 
Science Research Council in New York 
City. Following his return from three 
years in the armed forces, Mr. Par- 
tridge worked on an international news 
survey project with the late Max Hill, 
well known foreign news correspondent 
and National Broadcasting Co. news 
analyst who served as chief of the New 
York and Tokyo bureaus of the Asso- 
ciated Press. 


Ross Goes with Dunne’s 


James W. Ross, until recently with 
the Illinois insurance department, has 
been named resident vice-president of 
Dunne’s International Insurance Re- 
ports at Peoria with jurisdiction over 
11 midwestern states. He will also 
supervise the rating committee of that 
organization. 

Mr. Ross was with the insurance de- 
partment for nine years, much of that 
time in charge of the policy examina- 
tion division. Previously he had been 
in the life insurance business at Peoria 
since 1912 when he graduated from 
Bradley university there. He was an 
agent for Mutual Benefit Life and a 
past president of Peoria Assn. of Life 
Onderwriters. 


N. England Mutual 
Chairman Ends Tour 


George Willard Smith, chairman of 
New England Mutual, has just returned 
from a speaking tour of the midwest on 
which he addressed audiences of New 
England Mutual people, policyholders 
and the public in Chicago, Omaha, 
Wichita, Kansas City and Oklahoma 
City. In Mr. Smith’s talk, he sought to 
bring to attention of policyholders and 
business men the igreat changes which 
have come about in life insurance 
through the use of modern mortality 
tables, through the education of agents 
and in the field of investments. 

Mr. Smith explained that the old idea 
of hiring an agent and sending him out 
to solicit business with relatively little 
training has been superseded by selec- 
tion of agents on the basis of aptitude 
tests and intensive training by almost all 
the companies. He stressed the im- 
portance of agents’ associations and o 
the C.L.U. movement in equipping men 
for specialized service. 

He reviewed federal reserve with- 
drawal of support for government bonds 
during 1951 and explained that since 
then government bonds have sagged and 
the immediate effect has been an in- 
crease in the rate of interest on new 
corporate bond proposals and slightly 
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The Provident Life Producer is well equipped to sell financial security in 
the homes and businesses of his community . . . he has the up-to-date plans 
which enable him to provide the right plan for any life insurance need — 
and he has the sales aids he needs for assistance in approaching the prospect 


These plans also provide financial security for the agent both during and 
after his active selling career through a liberal scale of first-year commissions, 
nine renewals, service fees, a non-contributory pension plan, group insurance, 


It’s a partnership of good plans designed to meet life insurance needs 
combined with good compensation for the agent. 
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higher interest rates on mortgages, 

He said that with a federal debt of 
$266 billion as compared to $1 Dillion 
in 1916, individual and corporate taxes 
will continue very high in the foresee. 
able future. He commented that it j, 
the responsibility of all business leaders 
to -insist on economy in domestic oy. 
ernment. 





Continental Managers Name ! 


Haas, Blue, Carr: Receive 
1951 Achievement Awards 


The General Agents and Managers | 
Assn. of Continental Assurance elected | 
Carl E. Haas, Brooklyn, president; Rob. | 
ert L. Blue, Miami, vice-president, and 
David A. Carr, New York City, secre. 
tary-treasurer, at the annual business 
meeting at Chicago. Directors electej 
were Fred Schroeder, Portland, Ore: 
Maurice C. Chier, Milwaukee; Joshya 
B. Glasser, Chicago, and R. E. White. 
sel, St. Paul. 





Panel chairmen and topics for the 
management meeting were Mr. Carr 
“How to Cut Office Expenses and 
Maintain Maximum Efficiency”; John 
Rodemeir, manager of the group depart. 
ment, “Toss Your Group Problems 
Around”; Mr. Chier, “Salary Saving 
Ideas from One Who Knows,” and 
Philip, C. Belber, Newark, “Getting 
Servicing, and Holding Brokerage Busi. 
ness. 

Howard C. Reeder, executive vice. 
president, told the meeting of the new 
company policy with maximum issue of 
$250,000 to age 75. Harold Sloane, New 
York City, discussed business insurance: 
Leonard G. Kramer, Milwaukee, intro. 
duced his programming methods, and 





Dr. Harry W. Dingman, company vice- 


president, spoke on “1955 Underwrit- ” 


ing.” President Roy C. Tuchbreiter 
made the welcoming address. 

Agency achievement citations for 1951 
were awarded to the Teare agency, New | 
York City, leader also in total volume; 
the Belber agency, Newark, and the 
Blue agency, Richmond. The Tolmich 
agency, Detroit, was second in volume, 
and the Carr agency, New York City, © 
was third. 

Robert L. Blue, Mr. Belber, and Mr. 
Glasser received the group leadership 
awards. The Brindisi-Julian agency at 
Utica, N. Y., and the Kelley agency at 
Los Angeles, were recognized as the | 
outstanding new agencies for 1951. Mr, | 
Sloane, and Clarence Thiele of Milwau- 
kee, received awards as life managers of 
the year. 


Mich. Bill Would Set Up 
Public Rights at Hearings 


LANSING, MICH—A bill _ intro- 
duced in the Michigan senate would 
prescribe public rights in hearings ot 
similar administrative proceedings be- 
fore state administrative agencies such 
as the insurance department. 

It would permit setting of definite 
rules of procedure, the hearing of con- 
tested issues, and would. establish a 
definite procedure for issuing decisions 
and orders. 

Criticism has arisen occasionally rela- 
tive to the conduct of insurance depart- 
ment hearings. In one recent case, pat- 
ticularly, it was contended that a spe- 
cial deputy ordered exceptionally severe 
penalties after a hearing. Analysis of 
the law, according to the department's 
counsel, indicated the commissioner, 
once having named a deputy for the 
hearing, had no right to interfere and 
that the deputy’s findings must stand. 


Another R. I. Bill Asks Bond 
for Out-of-State Insurers 


PROVIDENCE, R. I.—A bill em 
abling the insurance commissioner 10 
require out-of-state insurance compamits 
to post bonds to protect their Rhode 
Island policyholders has been introduced 
in the state senate. : 

The measure is similar to legislation 
backed in previous years by Commis 
sioner Bisson. 
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Complaint of Lack 
of Mortgage Money 
Growing: Maybank 


Life insurance industry representa- 
tives gave the benefit of their know- 
ledge, experience and views to the 
Senate banking committee in three-day 
round-table discussions on mortgage 
fnancing and the state of the mortgage 
market. 

From these, from statements of repre- 
sentatives of other interests and govern- 
ment officials, and comments and ques- 
tions of committee members, it ap- 
peared agreed that life company in- 
vestment policies play a vital part in the 
mortgage Situation. 

In an opening statement, Senator 
Maybank, South Carolina, chairman 


From all sides we are hearing about 
the lack of mortgage money—from the 
builders and mortgage institutions in the 
critical areas, from the veterans all over 
the country, and from almost every- 
body who wants to buy, sell or finance 
a house. What should be done about 
* ria 
Tecan say don’t interfere and the 
market will take care of it. Others say 
the market will take care of it, if you 
will only allow it to operate freely. Just 
give FNMA, federal national mortgage 
association enough money and authority 
to issue advance commitments and your 
problem is solved, say a lot more. 


Expansion of VA Program 


“Veterans groups and their friends 
urge that the VA direct loan program 
be expanded by direct authorization or 
by purchase of VA held mortgages by 
the national service life insurance fund. 
Why go through the farce of making it 
appear private funds are being used to 
finance housing; why not be honest and 
let FNMA finance housing directly 
and not have to split its profits, is 
another question being persistently ask- 
ed. And so on, it goes.” f 

With 24 witnesses participating in 
the round-table and only seven hours 
available for discussions, Maybank an- 
nounced “there will be only about 15 
minutes on an average allowed each 
participant,” and he requested that “no 
one speak in excess of five minutes at 
one time.” 

The insurance participants: Devereux 
C. Josephs, president New York Life; 
Charles R. Van Anden, alternate; 
Norman Carpenter, Metropolitan; J. G. 
Jewett, Prudential; representing large 
companies; E. A. Camp, Jr. Liberty Na- 
tional Life, representing medium size 
companies. 

Following the first statement by par- 
ticipant Alan Brockbank, National 
Home Builders Assn., Mr. Josephs, 
introduced by Maybank as head of a 
“very large life insurance company,” 
took the floor for less than the five 
minutes allotted. 

He referred to the change of one- 
half of 1% in the interest rate and said 
the companies want to give their policy- 
holders a “substantial” return. He said 
few defense housing loans are bought 
under title 9. 


Hospital Plans Interested 
in War Damage Legislation 


WASHINGTON — Hospital and 
other group plans have become in- 
terested in the war damage legislative 
Situation. Blue Cross, for example, has 
indicated to the Senate banking com- 
mittee it might be interested in con- 
ferring with members of the Frear sub- 
Sareittec or staff members on the mat- 

However, committee members have 
2€en so busy on other matters, includ- 
ing study of the mortgage market, RFC 
nominations, mobilization, etc., it is ex- 
Plained, that Frear has not been able 
an. sound to further ver aonias 

or arrangin i 
aa. el ging for hearings 
eanwhile, word comes from certain 








government departments that the war 
damage problem is going the rounds 
again among them, with requests for 
“comment” on the budget bureau’s over- 
all war disaster bill. Among those con- 
tacted for such comment has been In- 
surance Director Kane of the Defense 
Department. 

Meanwhile, also, the national security 
resources board is reported conducting 
a study of war damage matters. This 
agency is interested in problems in- 
volved in rehabilitation of damaged 
property for defense production, in event 
of enemy attack. 


Tompkins Tops District Agencies 

For the fourth consecutive year, the 
Deal H. Tompkins district agency at 
Charleston, W. Va., led all Northwestern 
Mutual district agencies in 1951 with a 
paid production of $3,816,635. Four 
members of the agency, H. L. Peebles, 
F. W. Bowen and Mr. Tompkins, are 
members of the Million Dollar Round 
Table. 

There were 25 Northwestern Mutual 
district agencies that produced over $1 
million. The first 10, in addition to the 
Charleston agency, are K. L. Bragdon, 
Waterloo, Ia; D. E. McTigue, Ft. 


Dodge, Ia.; J. B. Cardiff, Racine, Wis.; 

R. W. Stockton, San Diego; G. M. Ven- 

able, Columbus, Ga.; G. R. Wettengel, 

Appleton, Wis.; G. W. Dygert, Ft. 

Wayne, Ind.; O. G. Prettyman, Muske- 

gon, Mich., and C. K. Zug, Bethlehem, 
a. 


Records for Grimm Agency 


The Grimm agency for New England 
Mutual Life at Milwaukee completed its 
first million-dollar month with $1,031,- 
197 in new business for January. The 
agency has also completed its third con- 
secutive record-breaking year. 
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FASTER 
INSURANCE 


ACCOUNTING 


..- With f IBM | Electronic Business Machines 





IBM Electronic Business Machines today are 
simplifying the work of a large part of the life 


insurance industry. 


Electronic tubes enable these machines to 
process accounting and statistical data at speeds 
unprecedented in business—and with uncanny ac- 
curacy. Results range from the performance of 
day-to-day accounting to the solution of the most 
complex computing problems... on an up-to-the- 


minute basis. 


With the flexibility and speed of these ma- 
chines at their command, insurance companies can 
have information about every phase of operations 


at their fingertips. 





INTERNATIONAL BUSINESS MACHINES 


590 Madison Avenue, New York 22, N. Y. 
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Set Feb. 29 a 
Deadline for NQA 
Application Blanks 


To be eligible for the national quality 
award for 1952, agents in the United 
States must submit their application 
blanks to their home offices by Feb. 29, 
it has been announced by Life Agency 
Management Assn. and National Assn. 
of Life Underwriters, co-sponsors of the 


award. 
Qualification rules remain the same 
this year. Ordinary and combination 


agents may qualify if they have a per- 
sistency record Dec. 31, 1951, of at least 
90% by amount or number of lives on 
ordinary paid business of 1950 and 1951 
not terminated except by death or term 
conversion; $150,000 production on at 
least 15 lives in each of the two years; 
membership in a local underwriters’ as- 
sociation; and a two-year record as a 
full-time life insurance representative. 
Combination agents may also qualify 
by combining their ordinary and weekly 
premium business on an alternate ap- 
plication blank. Form A is for ordinary 
and combination agents; form B_ for 
alternate use by combination agents, and 


form C is to be used with form A if an 
agent has changed companies during the 
qualifying period. 

This will be the eighth year in which 
the National Quality Award has been 
presented in the U. S., and the seventh 
year for Canada, where qualifying rules 
are different and the closing date for ap- 
plications is June 31. Less than 1,000 
agents received the award in 1945, com- 
pared with 7,875 in the U. S. and 1,191 
in Canada in 1951. 

The National association's committee 
on conservation is headed by Elmer C. 
Moore, New York Life, Wichita, and 
LIAMA’s quality business committee 
has as its chairman Clifford L. Morse, 
secretary and directory of agencies of 
Phoenix Mutual. 


Helland at Fort Worth 


G. Archie Helland, Connecticut Mu- 
tual, San Antonio, president of Texas 
Assn. of Life Underwriters, spoke to the 
Fort Worth association on ‘What the 
Association Has Done for You.” He 
cited the work done in connection with 
National Service life insurance and the 
carrying case involving the Texas group 
insurance law to the Texas supreme 
court. He stressed the importance of 
securing an insurable interest law in 
Texas. 








That Extra Something 


OccwwentAL POLICYHOLDERS find 
it, among other places, in the Income 
Disability benefit they may add to their 


Term insurance. 


For Income Disability, like the Term itself, 
is convertible. And if the policyholder 
gets disabled, conversion becomes auto- 


matic—like this: Upon the Term policy’s 
expiry while its owner is disabled, the 


insurance is automatically converted to 
Ordinary Life, the monthly income is 
continued and the higher premium on 
the new policy is likewise waived. 


Just another way of providing “More 


Peace Of Mind Per Premium Dollar.” 


A Star in the West...~ 


OCCIDENTAL LIFE iwsurance company oF CALIFORNIA 


wW.B 


WE PAY AGENTS LIFETIME RENEWALS... 








STANNARD, Vice President 


THEY LAST AS LONG AS YOU DO 





Employe Suggestion Systems 
Not as Rosy as Pictured 


Employe suggestion systems are not 
all they are sometimes cracked up to be 
and in fact may present some serious 
problems for management consideration, 
according to a panel discussion on the 
subject sponsored by National Industrial 
Conference Board. The moderator was 
E. J. Moorhead, executive vice-president 
of Mutual Benefit Life. 

Suggestion systems often contain bugs 
that have led in the past to discon- 
tinuance among companies using them 
While suggestion systems are usually 
thought to represent a sound personnel 
procedure, several weak points were 
brought out by those dissenting from 
the customarily favorable view. This 
school of thought mentioned that they 
often do not merit the expense involved 
in establishing them. A committee, 
representative of across-the-board man- 
agement officials, whose time is very 
valuable, must review the ideas submit- 
ted and evaluate them as to their practi- 
cality. More often than not the ideas 
are unusable. Far more than the time 
spent, employe rewards must be con- 
sidered in figuring their cost. There 
are often serious morale problems cre- 
ated by disputes among employes as to 
the originator of the ideas, or such prob- 
lems as to whom should an award be 


| made when one employe submits an 


idea, and then another turns in a much 
improved version of a similar suggestion 
before the first one is adopted. 

Frequently disputes arise as to whom 
the credit for an idea should go. What 
should be done when an idea once 
turned down, becomes feasible several 
years later because of an external change 
in circumstances? Hidden claims for 
rewards often develop. Then there is 
the difficult human relations aspect of 
the situation when a supervisor feels 
he is being undermined. All in all, it is 
not so clear cut that suggestion plans 
are practicable and apparently manage- 
ment should think twice before institut- 
ing one. 

At the conference, H. G. Kenagy, 
vice-president of Mutual Benefit Life, 
spoke on retirement problems; George 
Johnson, vice-president of Teachers I. & 
A., on his organization’s proposed new 
policy which combines equity and fixed 
return securities, and Stahrl Edmunds, 
Northwestern National, on monetary 
policy. 





Berkshire General Agents 


Meet at the Home Office 


General agents and supervisors of 
Berkshire Life held a three-day meeting 
at Pittsfield, Mass., in which new mer- 
chandising and training methods were 
introduced. ; 

Speakers included Harrison L. Amber, 


president, who discussed the national 
economic trend; Hamilton M. Redman, 
vice-president and treasurer, who fp. 
ported on the company’s finances, 
W. Rankin Furey, vice-president, who 
spoke on “Management at the Crogs. 
roads.” 

Hiram S. Hart, superintendent of 
agencies; Stanley C. Newton, assistant 
superintendent of agencies, and Robert 
S. Schoonmaker, Jr., secretary of the 
A. & H. department, also talked. 


Team Work Essential in 
Estate Planning: Shattuck 


Cooperation not competition among 
trust men, lawyers, life insurance 
agents, investment advisers and ag. 
countants is essential for effective es. 
tate planning, Mayo A. Shattuck, Bos. 
ton attorney, said at the mid-winter 
trust conference of American Bankers 
Assn. at New York. Any one of the 
team who tries to keep all the business 
for himself not only denies his client 
the best available product but denies 
to himself the prospect of substantial 
and continued success in the field, Mr, 
Shattuck said. No lawyer should under. 
take the preparation and final respon. 
sibility for an estate plan without ob- 
taining the advice of the other mem. 
bers of the team, he said. Any of the 
others who do so not only forfeit all 
claim to be men of prudence, discre- 
tion and intelligence, but they also 
break the law, he warned. 








Fort Wayne Managers Elect 


Fort Wayne Life Managers Assn, 
has elected Alvin G. Morris, Kentucky 
Central L. & A., president; Eugene K, 
Druart, Indianapolis Life, vice-presi- 
dent, and William F. Davis, Equitable 
Society, secretary. 


Ballew L.LA.M.A. Editor 


James A. Ballew, staff writer with 
Travelers’ “Protection,” has been ap- 
pointed editor of Manager’s Magazine 
and District Management, L.I.A.M.A. 
publications. He is a_ graduate of 
Yale and was with Travelers 2% years. 
During that time, he also wrote ar- 
ticles for other life insurance magazines, 
He is a marine corps veteran. 

He succeeds William P. Stowe, now 
with Farnsworth Publishing Co. at 
New York. 


Urich Heads L. A. Club 


Edward M. Urich, chief A. & H, 
underwriter of Pacific Mutual Life, has 
been elected president of Home Office 
Underwriters Club of Los Angeles. He 
was one of the founders of the organ- 
ization and served as _ secretary last 
year. 
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WAG. races nicenate 


complete personal protection plans ARE valuable— more 
valuable; in the policy owner’s property box and in the 
agent’s commission account. One reason—they include 
ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 


Ricteciniaiaiiiaiineeiiisiaaaaitataitaniaias 

















Nab MCN 





February 


Cal-V 
RE. 
Exec 


Robert 
executive 
Western 
Life. He’ 
dition Te 
title of m 
agencies. 

——_ 


nizing 

e com 
state are 

The wu 
ulate the 
Hancock 
mediaté 
individue 
part-tim¢ 
a grieva 
of dispu 


Plan ¢ 
Five 
agers VW 
March © 
recruitin 


ager an 








Ty 8, 1959 
——=—=—: 


> Natio; 
Redmas 
who re. 
Ces, and 
dent, who 
he Cross. 


ndent of 

assistant 
id Robert 
Y Of the 
ed. 


n 
uck 


1 among 
insurance 





’ of the 
rfeit all 

discre- 
ey also 


Elect 


. Assn, 
entucky 
rene K, 





e-presi- 
juitable 


, 
} 


r with 
en ap- | 
agazine 
A.M.A. 
ate of 
years. 
te ar- 
razines, 


e, now 
-O. at 








February 8, 1952 


LIFE INSURANCE EDITION 7 








Cal-Western Raises 
R. E. Murphy to 
Executive V.-P. 


Robert E. Murphy has been elected 
executive vice-president of California- 
Western Ss tates 
Life. He will in ad- 
dition retain the 
title of manager of 


“Murphy 





He was 
yice-president and ; 
manager of agencies in 1943. 

For several years Mr. Murphy has 
been active in numerous capacities with 
LLA.M.A., having served as a di- 
rector and on several committees, 


R. E. Murphy 





Metropolitan Agents’ Union 
to Start Negotiations 


Collective bargaining negotiations be- 
tween Metropolitan Life and its agents 
in New York, New Jersey and Pennsyl- 
yania will begin Feb. 14. 
~The Insurance & Allied Workers Or- 
ganizing Committee, C.1.0., represents 
the company’s 5,000 agents in the three- 
state area. 

The union will apparently seek to em- 
late the contract it obtained with John 
Hancock last year. It will seek an im- 
mediaté pay raise, elimination of the 
individual agent’s agreement which bars 
part-time employment, a union shop and 
a grievance arrangement for arbitration 
of disputes. 


Plan Great-West Regionals 


Five regional conferences for man- 
agers will be held in February and 
March by Great-West Life at which 
recruiting and supervising techniques 
will be the principal topics of discus- 
sion, 

The conferences will be held at Cal- 
gary, Feb. 11-13; Chicago, Feb. 18-20 
and 21-23;Toronto, Feb. 25-27, and 
Quebec City, March 3-5. 

D. E. Kilgour, assistant general man- 
ager and director of agencies, will be 





general chairman at all meetings. Other 
head office personnel attending will be 
. B. Nettelfield, superintendent of 
agencies, and E. Palk and G. P. 
Rollo, assistant superintendents of agen- 
cies. 





Stearn, Merchant Open 
Chicago Selling Forums 


How to combine imagination and per- 
severance in successful selling was told 
by Lewis T. Stearn, million dollar pro- 
ducer. for Northwestern Mutual Life 
at Minneapolis, at the first session in a 
sales forum series. sponsored by the 
Chicago Assn. of Life Underwriters. 

Mr. Stearn subscribes to a new resi- 
dence service in Minneapolis that pro- 
vides up to 4,000 prospects yearly. The 
service lists the name, profession or com- 
pany position, and other pertinent facts 
such as his age, wife’s name, their 
religion, type of automobile and, of 
course, their address. 

It was emphasized, however, that 
these facts mean nothing unless the 
agent uses his imagination. After for- 
warding mailers to everybody included 
in the listings, Mr. Stearn makes his 
pre-approach by telephone ‘which he 
recommends at approximately $11.60 per 
month rather than “good leather.” Over 
the telephone the new resident is offered 
local insurance service, which usually 
leads to a personal call. 

Where a new residence service is not 
available, Mr. Stearn recommended any 
source that would reflect a change in the 
life of the prospect as a basis for dis- 
cussion. 

Agents were also advised to use old 
selling methods over again, and to keep 
their circles of influence widened by 
learning the latest collegiate jargon for 
sales to young men. 

Mr. Stearns also keeps in contact with 
rejected cases, having recently had 17 
out of 85 rejections finally accepted. 

Stacy B. Merchant, educational di- 
rector of Mutual Trust Life, described 
prospecting as 80-90% of field work, 
and added that there is nothing to insur- 
ance selling once the prospect is corner- 
ed. However, Mr. Merchant emphasized 
that good prospecting must be organ- 
ized, and he listed the following methods 
for reaching people: Centers of in- 
fluence; personal observation; applicants 
closed; policyholders; personal friends; 
newspapers, and classified lists. 


Los Angeles managers heard William 
Dover, manager of the business research 
division of one of the Los Angeles daily 
papers, present a business forecast and 
market analysis. 











Charles E. Cleeton, president of National Assn. of Life Underwriters, is pictured 
re in the midst of one of his tireless peregrinations around the country. With him 





are thé officers of Little Rock Life Underwriters Assn., which he addressed. Seated, 
left to right, are Herbert L. Thomas, Pyramid Life of Arkansas, director; Mr. Cleeton; 
Grady H. Forgy, John Hancock, local president. Standing, left to right, are R. Walker 
sdale, director; Philips B. Boyer, Mutual Benefit Life, secretary-treasurer; Foster 
ineyard, general agent Aetna Life, national committeeman; Homer L.. Bailey, 
general agent Union Life of Arkansas, first vice-president; C. Everett Nix; manager 
oa es & A., second vice-president, and E. A. Ostedgaard, supervisor Aetna Life, 
president. ; 





“the policy that 
can’t change 
its mind” 


will change your sales curve... 
UPWARDS! 





Security Mutual Life's Non-Cancellable 
Health-and-Accident Policy will make more sales 
for you. 


here's why: 


Renewable to age 65 
Incontestable after two years 
No reduction in benefits at any age 


Claim payments do not reduce policy 
benefits 


House confinement never required; 3l-day grace 
period; waiver of premium; no premium increase 
at any age; partial disability for both accident 
and sickness. 


and when you sell Security Mutual Non-Can . . . 


. .. you've got the hard-hitting support of Security Mutual's 
national advertising — selling Non-Can with a real emo- 
tional wallop in leading magazines: Fortune, The New 
Yorker, The New York Times Sunday Magazine, Newsweek, U. S. 
News & World Report. 


. . « you'll have Security Mutual's new, dramatic, easy-to-grasp 
promotional material to use in making your sales. 


. . . with Security Mutual you've got an alert, agency-minded 
company working for you. 


SECURITY 


MUTUAL LIFE INSURANCE COMPANY 
BINGHAMTON. NEW YORK 


Aelting Security since 1886 


Also: Life—Commercial A & H—Hospitalization—Group—and the “Security Accumulator’ 


Mi 


I NORMAN T. CARSON, Agency. Vice-President 
I SECURITY MUTUAL LIFE INSURANCE COMPANY, 


MAIL 1 BINGHAMTON; NEW YORK 
THE COUPON | ~ 
TODAY 1 "'d like to know more about “The Policy That Can‘t Change Its Mind,” 
** * | —and about what Security Mutual will do to help me sell ait. 
AND SEE HOW ' "4 
AGENCY MINDED j NAME ee 
I 
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C. V. Parkinson Has Press Conference 


(CONTINUED FROM PAGE 1) 





Inc. the handling of other printed media 
and advertising. This transfer was made 
from J. Walter Thompson Company, who 
had made no recommendations and no 
direct surveys in regard to the rural 
markets. 
EQUITABLE APPROPRIATIONS 

On the basis of the addition of rural 
newspapers to ‘the advertising budget, 
it was necessary for Equitable Life to 
increase their appropriation. This was 
done gradually after the value of the 
rural ads had been conclusively proven. 
Insofar as Equitable advertising expen- 
ditures increased, by far the majority of 
increase was ‘to cover the cost of rural 
advertising. In other words, a test cam- 
paign, proving itself a major success. 
was gradually expanded. Other increases 
to the budget were on order of Equitable 
Life and included advertising of Ford- 
ham Hill and industrial pension plans. 

The complete Equitable advertising ex- 
penditures during our association with 
them were $1,255,376.78. This 31-month 
(February 1949-August 1951) expendi- 
ture is extremely low, considering that 
Equitable is the ‘third largest insurance 
company in the country, based on total 
assets. The following figures compiled 
by Publishers’ Information Bureau illus- 
trate the magazine appropriations only 


of other insurance companies for one 
year, 1950: 
ET $1,091,815 
NE on Mg nc ioe s oo 660,335 
NOW TOF TALC. ook ccc ccces 541 350 
MSROPIGD: DOT «0.6 :0:0::050:0 we a0 387,525 
SOM EMMOOOE, . s.s.0s-+ 5.00 dn brs 385,450 
Insurance Co. of North 
PITOTIOR TOR 0k 5:04: 80.65-50 8 323,845 





Mutual Life of N. Y 299,415 
Liberty Mutual ....... 289,975 
Mutual of Omaha 269,965 


Contrary to Mr. Gould’s insinuations, 
we endeavored to keep the advertising 
budget of Equitable at a minimum. We 
cite the case of Fordham Hill. We dis- 
agreed with Equitable suggestions as to 
the size of their budget for that cam- 
paign, considering them to be excessively 
high. We disagreed to the extent of rec- 
ommending over a period of time con- 
siderable reductions in use of media. 

Mr. Gould intimates that the agency 
received a free and clear income of 
$225,000. The actual gross income from 
the account over a period of three years 
was $193,306.52. Out of this sum must 
be deducted the entire cost of opera- 
tion of 'the account—salaries, nationwide 
surveys, research and upkeep. 


METHOD OF OPERATION 


It has been intimated that it is im- 
possible to handle effectively an account 
the size of Equitable Life with a small 
organization. This indicates either ignor- 
ance or a further deliberate distortion 
of fact. Our experience has indicated that 
the entire technical problem of a run of 
1100 newspapers in a single month can 
be handled by as few as four people. We 
have introduced streamlined methods in 
media ordering, checking, payment and 
billing which would at any time make it 
possible for us to handle business three 
to four times the volume of that ever 
placed with us by Equitable without an 
increase in staff. 

At all times the Equitable account was 
rendered the maximum in servicing and 





The ready acceptance of the Berkshire “Centennial” Accident 
& Health policy — for business and professional men — is the 
result of building into an A & H policy unique features which 
make it exceptionally attractive and saleable. Agents handling 
this quick-selling select risk policy have almost an ‘exclusive’ 
... very few companies have anything to match it. Compare 
the “Centennial” and you'll quickly see why it is outstanding 


as a commission-maker! x 


For Illustration: 






SICKNESS BENEFITS 


Income for total disability for 2 years, confinement not required. 
%& Income for total disability thereafter, while confined—even for life. 


ACCIDENT BENEFITS 


% Income while totally disabled — even for life. 
Income for 6 months while partially disabled. 
Dismemberment and Loss of Sight schedule. 
Physicians’ expenses for non-disabling injuries. 
Accidental Death provision. 


OPTIONAL BENEFITS 


Hospital, Surgical and Medical Benefit Riders 
may be included at additional cost. 


THE “CENTENNIAL” IS ONLY ONE OF OUR FIVE VERY ATTRACTIVE A & H POLICIES 


* * * * * 



















BROKERS AND SURPLUS WRITERS are invited to write 


to the nearest Berkshire General 
handy 


nt for FREE copies of the 


ket-size Merchandise Chart which lists the many 


un sales opportunities offered by this Company. * * 


Keep Your Eye on 





given the advantage of production and 
technical coverage the quality of whicn 
could not be exceeded by any agency in 
the country. Purchase of outside serv- 
ices—art, mechanical production, print- 
ing—was managed by members of our 
staff through the best sources of supply 
in the business. We never employed more 
than 10 people during our handling of 
the Equitable account and never had 
need of more than 10. At the present we 
retain a staff of nine, servicing in excess 
of 70 separate accounts. 


RELATIONSHIP WITH EQUITABLE 
LIFE ASSURANCE’ SOCIETY 


Our relationship with the Equitable 
account was always conducted on the 
strict business basis that governs our 
association with all our accounts, both 
past and present. All business and fees, 
etc. were processed in accordance with 
the highest ethical practices of the pro- 
fession. The personal relationship of 
our C. V. Parkinson with Mr. Thomas I. 
Parkinson, president of Equitable Life, 
in no way influenced the handling or ex- 
istence of the account. In fact, it occa- 
sionally proved a detriment in solicita- 
tions of new business. However. we 
would not alter our corporate name 
merely for the sake of appearance. 

ACHIEVEMENTS 

When reviewing the advertising and 
services we produced and rendered for 
Equitable Life we take deep pride in our 
achievement and sincerely believe it to 
be among the finest in its field. 

We were the first agency to dramatize 
the annual statement of a large insur- 
ance company to the point of public read- 
ability and understanding. We were the 
first agency to key annual statement ads 
to a merchandising theme for Equitable 
representatives to use as sales points. 
We were the first agency to bring the 
advertising message of a major insur- 
ance company into rural areas on a co- 
ordinated campaign basis. 

Our rural media recommendations were 
based on personal surveys rather than 
the cold facts of a market research book. 
These surveys were more ex'tensive than 
any ever taken for an insurance com- 
pany. Approximately 12 surveys were 
taken annually in rural areas and more 
than 400 towns were visited and thor- 
oughly checked per year. Equitable was 
billed for roughly one-quarter to one- 
third of the actual cost of these sur- 


veys. 
° AGENCY BACKGROUND 


Mr. Gould repeatedly refers to the 
youth of our organization with obvious 
aspersions of incapability. We are indeed 
a young organization, comprised of 
young people who believe the advertis- 
ing profession is founded on honesty, 
ability and common sense. We are ef the 
opinion that the sole proof of capability 
lies in the quality of the finished product 
and not in the age of its manufacturers. 
On this we stand on the record of our 
efforts alone. 

Our main office is located in Manhasset, 
N. Y. chiefly to reduce unnecessary over- 
head. So far as we can see, this is 
nothing to be ashamed of. We feel that 
copy can be produced equally as well, 
layouts and finished art as perfectly, and 
billing as accurately there as anywhere 
else. During the tenure of our associa- 
tion with the Equitable Life Assurance 
Society we also had an Office in Chicago 
for servicing mechanical and production 
on large jobs. It provided us accessibil- 
ity to the finest engraving and typeset- 
ting plants, besides affording us a cen- 
tralized location for distribution. 

We established a New York Office in 
the Empire State building after the loss 
of the Equitable account. 


SUMMARY 

We feel we have been unjustly at- 
tacked. We do not know the reason for 
ithe attack other than that it has pro- 
duced a sensational headline and a front 
page byline through the use of a sordid 
misrepresentation of fact. We are proud 
of our record in the advertising field, 
and we resent, just as would any other 
advertising agency or for that matter 
any business whatsoever, the intimations 
of inability and unethical practices. 

We hope that ‘there will be a recog- 
nition of the job that we have begun and 
that it may be carried on by others to 
the point of completion which we and 
— at Equitable at one time had in 
mind. 

We regret the necessity of having to 
stoop to answer the type of publicity 
to which we have been subjected, but 
we refuse to put ourselves in tthe posi- 
tion of silent targets for spite, malice 
and baseless insinuations and intima- 
tions. . dl 

During the press conference, held in 
the New York City office of C. V. 
Parkinson Associates in the Empire 
State building, Mr. Parkinson and two 
members of his organization answered 
queries shot at them by a dozen re- 
porters, most of whom were from the 
daily papers. ‘ ; 

The reporters were interested mainly 
in how he got the Equitable advertis- 
ing, whether he felt he had an inside 
track because his father was president 


of Equitable, how many employes the 


agency had, and the background and 
experience of the personnel. : 
Mr. Parkinson said he talked with his 



















father about the proposal before taking 


it up with anyone else in the company 
Asked _ specifically whether he believed 
he had got the contract on merit only 
and not because of the father-son reg. 
tionship, he replied, “I honestly belieye 
it but I don’t expect others to believe it” 
Answering another question, he said he 
didn’t know why Equitable dropped his 
agency last August but that he hag 
been assured that it was not because 
Equitable had been dissatisfied with the 
agency’s handling of the account or the 
results of the advertising. He said he 
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ore taking yer questioned his father about it w= . ’ 
: had iidn’t think 4 aad © f C Year-End Stat ts Sh 
company, | 4; he didn’t think it would be fair todo LIQGUreS Irom VCOmMmpanies ear-£.n atemenis own 
e€ believed so, and his father never volunteered any 
merit only explanation. The younger Parkinson Increase Surplusto New Ins. in Increase Prem Benefits Total 
He Perel agreed, however, that it was possible ia smn ian we "itt wre see os 
> . . . . v , 79 
tly _ believe that the discontinuance might have been $ $ 3 3 $ $ 3 $ : 
belieug It” pecause Of the feeling of Equitable’s Amicable Bifenr rc toca Ganas 35,762,283 2,361,834 2,421,169 23,971,213 172,863,855 7,790,1072 4,174,991 1,561,884 4,008,722 
ne sai ¢ ae! Sorat 6g Bankers, Neb. ........... 69,174,18: 4,990,517 5,865,008 47,089,366 308,697,358 28,646,948 7,089,655 2,549,649 6,044,592 
nm d he directors or officers that it was “not a Cal.-Western ............0% 127,335,863 8,377,180 13,783,038 114,848,651 720,287,453 91,528,2192 28,098,758 17,264,444 27,177,087 
t he healthy situation. Continental Amer. ........ 71,068,338 3,326,164 5,593,322 23,656,971 254,289,210 12,244,4493 7,345,498 4,736,563 7,445,741 
t he ha is . 2 Jefferson Standard ...... 296,177,226 30,862,172 36,000,000 127,150,721 1,038,906,186 71,413,664 31,557,256 13,306,294 27,285,537 
it because Explains Charges of Distortion Minn. Mutual ............. 138,465,958 12,396,448 7,665,190 144,274,887 829,881,905 108,046,2594 19,906,443 8,282,499 15,404,423 
i. 3 National B. @ Az... ....+<.. 388,147,752 40,281,559 43,430,118 686,434,827 2,891,772,678 322,829,3895 85,291,126 22,517,694 60,524,589 
| with the Asked to be more specific about his Ohio Natl. ...........22112! 119,350,263 7,955,960 6,309,703 77,150,176 505,576,026 44,870,932 12,985,880 5,720,784 11,618,120 
Int or the charges of distortions of fact in the Ohio State Life ............ 60,124,247 4,469,887 6,175,827 27,694,743 234,881,244 14,978,587 7,007,880 3,071,235 5,980,227 
: : . : Phoenix Mutual ........... 572,607,903 31,012,879 36,251,562 97,239,602 1,167,401,427 50,114,894 46,791,393 29,208,484 48,408,347 
© said he Gould, on Mr. Parkinson - the BilGts WMG occas cn cee Las oes 89,096,875 8,870,778 12,700,000 105,432,304 580,791,615 46,946,804  18.570,574 7,186,869 14,546,468 
facts in the main were correct but that Security Life, N.C. 1.1.11! 31,585,145 3,689,743 2,769,894 12,136,533 325,840,085 50,754,398 6,831,653 2,131,100 4,850,293 
ea Mr. Gould had gone to some effort to Southwestern .............- 245,641,716 22,551,580 22,982,110 94,033,952 891,107,312  61,885,0707 31,704,428 12,395,856 22,562,700 
ata Standard, Ind. ............ 14,876,278 3,581,674 1,126,889 11,838,072 64,429,749 6,848,243 2,541,466 644,000 1,600,831 
A no , , ’ , , , , , , , , , ’ , , 
indicate orig: Mr eran tag a the Sun Life, Md. ............. 59,010,060 5,344,449 3,738,552 48,812,424 306,542,818 21,789,029 9,023,078 2,131,561 6,647,097 
background or competence to handle the wisconsin Life ............ 14,852,632 1,000,707 791,537 5,424,269 56,526,288 2,880,886 1,438,088 629,314 1,304,235 
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+ conference. 
Mr. Park howed carbo f two ; 
eta whch te agency aoe 16 Eat ey liegt Pra eg 
table urging a cut in the budget for the Jubilee Celebration, to be held in Nashville in 
ordham Hill housing project in New : 
out York City as indicating that the agency March, and attended by some 1,500 field men 
int’ | a5 to increase its ‘commissions. "We and women,—the top 750 Shield Men for 1951 
says, a Mey trying to milk anyone,” he and their wives. 
7m 
er. Engelsman Earns Right 
to Sit for CLU Examinations 
Fieve csesemes,pecetee ce _ The NATIONAL LIFE 
i, e 
one of the best known educators in the 
the life insurance business, has never be- and AC ¢ | DE NT 
wa- come a C.L.U. because he never com- 
‘est pleted one of the prerequisites—gradu- 
tet, ation from high school. So he recently 
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business and that the articles left the 
impression that the Parkinson agency 
had quietly disappeared from the scene 
following loss of the Equitable account, 


*In column six, the superior numbers denote net increases in group life insurance due to normal addition of employes to groups and 


employes becoming entitled to additional insurance. 


6$2,328,375; 7$26,751,594. 


The respective increases are 1$53,985; 2$16,497,560; 3$554,596; 4$10,299,025; ©$3,095,400; 











whereas the agency is actually handling Postal Opens Buffalo Agency with William Curry as manager. Mr. Estate Planning Talks 

a number of accounts and hopes to go sg i Curry has been with the company as 5 

on handling more. Postal Life has appointed A. M. field supervisor at the home office. Transcripts of the talks at the estate 
Civin, general agent at Buffalo. A planners day sponsored by the New 


Asked his opinion about the propriety 
of a father-and-son relationship in a 
situation like that involved in the Equi- 
table account, Mr. Parkinson said he 
was aware of the feeling about such a 
relationship, but said, “I don’t see that 
it’s so bad if honest and capable work 
js turned in by the son.” He added that 
he thought the work that was done 
would do credit to any agency. He said 
he never felt that “it would blow up in 
our face,” and that he felt that his agen- 
cy would keep the account even if his 
father were not connected with the 


company. Se 

Asked About Policyholder’s Suit LUT TT] NATIONAL LUT TTT 
One of the reporters asked about a 

suit reported to have been filed by a LIFE AND 

Teaneck, N. J., policyholder against y Yoged fe) 

Equitable pacers and directors igre \WRrei-7\ 

number of others in connection with \ 

Geeations made in the Gould series, \ yy) \ Wee: E ——— 
Mr. Parkinson said he understood his 

agency was one of the defendants but YOU 

that he had not been served with papers. ae 


The Gould articles mentioned that 
Mr. Parkinson was only 23 when he got 
the Equitable contract. He told the re- 
porters that he disagreed with the con- 
cept that competence and age are con- 
nected. He observed that if all works of 
genius accomplished under age 30 were 
to be eliminated, some of the world’s 
greatest would be lost. 

Mr. Parkinson also defended the 
agency’s suburban location in Manhas- 
set. He said he could see no reason 
why an agency could not function as 
effectively in Manhasset as in New York 
or Chicago. 

Mr. Gould was not present and it 
turned out that he had not been invited. 
Mr. Parkinson said he felt nothing 
would be gained and that Mr. Gould’s 
views would not be likely to be changed 
by anything that could be said at the 





took the 10-hour high school equivalent 
examination, emerging with top grades 
and a high-school diploma. He will take 
the C.L.U. examinations in June. Mr. 
Engelsman has been for many years 
general agent for Penn Mutual Life in 
New York City. 





ypustin, Tex., managers heard Robert 
iller, attorney specializing in tax prob- 
lems, discuss the place of life insurance 
m payment of estate taxes. 


graduate of University of Rochester, he 
entered life insurance as an agent of 
Prudential at Buffalo 21 years ago and 
later became assistant superintendent. 
After the war he joined John Hancock, 


and in 1950 became supervisor for Man- 


hattan ‘Life at Buffalo. He is a C.L.U. 





American General Life of Houston 
has opened an office at Midland, Tex., 


April 28-29 Zone 4 Dates 


Dates for the meeting of zone 4 of 
National Assn. of Insurance Commis- 
sioners have been set for April 28-29 
with headquarters at the Sheraton-Cadil- 
lac hotel, Detroit. 


Joseph T. Schubert, assistant secre- 
tary of Manhattan Life, marked 30 years 
with the company recently. 


York City C.L.U. chapter will be avail- 
able shortly at $1 a copy. Orders can 
be placed through Samuel L. Zeigen, 
general agent, Provident Mutual, 501 
Fifth Ave., New York 17. 


Hugo H. Schaar of the Tye agency 
of Mutual Life at Chicago marked 25 
years with the company recently. Mr. 
Schaar joined the company in 1927 at 
Chicago. 
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NOW COMES THE 
CELEBRATION... 


Last year marked the completion of 50 years 
for this Company, all under its original manage- 


Suiting the record to the occasion, our field 
force made 195] the greatest year in the Com- 
pany’s half-century history. 


Growanse Company 


INCORPORATED 
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Insurance Has Resisted Titleitis 


There recently appeared in Advertis- 
ing Age, a weekly newspaper serving 
the advertising field, a light-hearted but 
incisive article calling attention to the 
astronomical number of vice-presidents 
with some advertising firms. 
There are advertising agencies with 
as many as 60 or 70 vice-presidents. 
The advertising business is undoubt- 
edly an extreme example, but such 
an article can’t help but call to 
mind the general spread of titleitis 
throughout American business. And one 
can see that the insurance business in 
general is to be congratulated for not 
having succumbed to any great extent to 
vice-presidential virus, so that by and 
large titles have been kept meaningful 
in insurance company ranks. 

It is interesting to note that in many 
other countries, including those on the 
Continent and within the British com- 
monwealth, vice-presidents are virtually 
unknown. Many large foreign firms are 
manned by men known by no further 
title than “director” with the chief 
executive bearing some such title as 
“managing director.” Some U.S. insur- 
ance offices adhere to this pattern. Chair- 
men, presidents and vice-presidents with 
all the numerical subdivisions are rela- 
tively unknown in business hierarchies 
outside of the United States. It has been 
within comparatively recent decades that 
vice-presidents began to flood the Ameri- 
can business scene and in certain fields 


the stock of the title has depreciated 
pretty steadily since then. Insurance 
companies seem not to have been bitten 
too greatly by the rage and some of the 
largest companies with thousands of 
employes manage to struggle along 
with a handful of vice-presidents and 
other high-titled officers. 

Perhaps one of the reasons for this 
is that many insurance company ‘officers 
are in positions where they do not need 
gilt titles to impress the public as does 
an account executive with an advertising 
agency. Insurance companies seem also 
to have done a good job of resisting the 
temptation to award what is often called 
TILOP, or “Title in Lieu of Pay.” It 
seems highly desirable that men bear 
only as much verbiage fore and aft their 
names as is necessary to convey the 
fairly accurate nature of their positions. 
Of course, there are those companies 
within the insurance business and else- 
where which are so niggardly in titling 
their people that no true impression of 
a man’s position can be gained from his 
lowly title. This is quite possibly as un- 
wise a practice as indiscriminate award- 
ing of commercial handles. 

In the one case, so many men are 
given exalted titles that every year other 
men must be awarded these titles in 
order to preserve equality. In those firms 
where the titles are so lowly as to be 
non-descriptive, few men can achieve 
enough eminence to be fairly titled. 


Weapon Against Investment Companies 


The bill recently passed by the New 
York legislature to permit the election 
of annuity or settlement option income 
payable in units of earnings, rather than 
in a specified number of dollars may 
well be the means of recapturing some 
of the market that life insurance has 
lost to investment companies. The bill 
was worked out by Teachers Insur- 
ance & Annuity and provides a means 
of receiving an income that will tend 
to rise or fall with earnings on equity 
investments and hence reflect variations 
in the cost of living. 

Investment companies, formerly called 
investment trusts, do not consider them- 
selves to be competitors of life insur- 
ance but many agents don’t agree with 
that view, particularly when they find 
themselves unable to sell anything but 
low-premium, low-commission term in- 
surance to well-heeled prospects be- 
cause the latter prefer to buy term and 
invest the reserve element in an_ in- 


vestment company. While not guaran- 
teeing anything, the investment compa- 
nies can ordinarily show a higher rate 
of return and appreciation, because of 
common stock investments, than will be 
shown by the investment portion of a 
permanent-type life policy. 

Of course, not all agents have been 
feeling the competition of the invest- 
ment companies. The rank and file of 
buyers don’t think of themselves as in- 
vestors. They are not likely to seek 
out an investment company and..not 
many investment companies are geared 
to go after what they probably would 
consider small change. 

But among those who are the logical! 
prospects for substantial amounts of 
life insurance, the investment companies 
have become increasingly popular in re- 
cent years. And with the constant up- 
grading of life insurance agents’ mar- 
keting procedures, reflected in higher and 
higher average policies, there is an in- 


creasing tendency to operate in the field 
where they are the most likely to run 
into competition from investment com- 
panies. 

That the business done by investment 
companies is no mere minor phenom- 
enon in the investment picture can be 
discerned from their 1951 records. The 
companies, according to figures put out 
by the National Assn. of Investment 
Companies, show that new high rec- 
ords were attained in assets, number 
of shareholders, distribution to share- 
holders, and sales of new shares of open- 
end investment companies or as they 
are often called, mutual funds. 

Total assets and aggregate number 
of shareholders have increased in every 
year since 1941. Distributions and sales 
of new shares in 1951 exceeded those 
of 1950, the previous peak. Total net 
assets of 103 mutual funds on Dec. 31, 
1951 were $3.13 billion, an increase of 
$599 million for the year. Number of 
shareholders rose during the year from 
939,000 to 1,110,000. 

Sales of new shares in 1951 were $675 
million as against $519 million in 1950. 
Net sales, after redemptions, were $353 
million in 1951 as against $238 million 
in 1950; dividend distributions to share- 
holders in 1951 exceeded $237 million, 
as against $151 million in 1950. 

Total net assets of 35 closed-end in- 
vestment companies were $942 million 
last Dec. 31, while distributions in 1951 
were $54 million. The closed-end compa- 
nies are not offering new shares for sale 
to the public. Their outstanding secur- 
ities are listed on stock exchanges or 
traded in the open market. 

It can be seen from the size of these 
operations and the rate at which they 
are increasing, that investment compa- 
nies are finding plenty of favor with 
the public. We are not criticizing them, 
for in the broadest sense they are allies 
of the life insurance business in being 
almost the only other large-scale insti- 
tution that is aggressively selling thrift 


to the American public, something that 
is greatly needed today. 

But at the same time the question 
may fairly be raised as to whether tha 
section of the public that buys into jp. 
vestment companies may not be giving 
up more than it should in the way 9 
an income that can’t be outlived in ¢e. 
change for the higher return offered by 
the investment company. 

The pending New York bill wou, 
combine the earnings advantages oj 
equity ownership with the annuity prin. 
ciple that is so important in getting 
the largest sure return out of a given 
expenditure. 

The equities fund idea, moreover, 
from a life company point of view pre. 
sents certain important advantages, Ip. 
stead of achieving higher earnings by 
buying stocks for the company’s general 
portfolio, and thereby making it syb. 
ject to wide fluctuations ‘if stocks are 


held to any extent, the proposed ar. | 


rangement would put a specified share 
of the recipient’s money into an equities 
fund. There would be no guarantee ofa 
specified number of dollars, the only 
guarantee being that the recipient would 
receive his equitable share of the earp- 
ings. Thus, the fund could not go broke, 
and, of course, could not impair the 
solvency of the insurance company, It 
would be difficult to contend that the 
Teachers plan, at least in its present 
stage of development, would offer all 
the advantages of an open-end invest- 
ment company, plus all the advantages 
of a life insurance or annuity contract. 
Yet it might very well be that the plan 
would be sufficiently attractive from an 
income standpoint so that many buyers 
would prefer it as a form of investment 
to anything available elsewhere. 

The New York measure applies only 
to the proposed Teachers fund, 
but obviously it would be a precedent 
for similar funds that other life com- 
panies might want legislative sanction 
for. 








PERSONAL SIDE OF THE BUSINESS 





Willard Keen, agent State Mutual 
Life at Chattanooga, has been awarded 
a 30-year service medal by his company. 

C. Gale Baker, general agent for 
Pacific National Life at Boise, Idaho, 
who has been its leading general agent 
for years, was involved in a_ serious 
automobile accident in December and is 
still in- a critical condition. 

- Frank O. H. Williams, Connecticut 


manager of Connecticut General Life, 


-has been named finance chairman of the 


Connecticut Eisenhower - for - President 
campaign. 

State Senator George N. Wade, gen- 
eral agent for Ohio National Life at 
Harrisburg, Pa., has - announced his 
candidacy for the Republican nomina- 
tion for another senate term. He is 


chairman of the state senate insurance 
committee and was_ twice ., vice-presi- 
dent of Pennsylvania Assn. of Life Un- 
derwriters. 


Abner Boyd, methods analyst of Piov- 
ident Life & Accident, was in charge of 
the better forms sessions of an office 
management workshop staged by the 
Chattanooga chapter of National Offic 
Management Assn. : 


Bobbie Reece, manager of Nashville 
district 1 of Life & Casualty, \is: com- 
valescing at a hospital there after an 
operation. . 

B. A. Wiedermann, San Antonio man- 
ager. for Union Central Life, underwent 
a major operation in Nix hospital there. 
He is now at home recuperating and 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 
BOSTON 11, MASS.—210 Lincoln St., Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
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A. J. Wheeler, Resident Manager. 
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DETROIT 26, MICH.—413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 
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Donald J. Reap, Eastern News Editor. / 


PHILADELPHIA 9, PA,—123 S. Broad Street, 
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Fredrikson, Resident Manager. eae 


PITTSBURGH 22, PA.—503 Columbia Bids. 
Tel. Court 1-2494. Jack Verde Stroup, 
dent Manager. : vat 


SAN FRANCISCO 4, CAL.—507 Flatiron BM, 
Tel. Exbrook 2-3054. F. W. Biand, Pacil 
Coast Manager. : 
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———— 
hopes to return to his office soon after 
the middle of February. 

ohn C. Leslie, publisher of the Insur- 
ance Record of Dallas, is in New York 
this week and is receiving congratula- 
tions on all sides because of having at- 
tained the status of father. A daughter 
was born to Mr. and Mrs. Leslie on 
Christmas Day and has been named 
Carol Jean. Notices went out that pre- 
ceded Mr. Leslie’s arrival in the east. 

Dennis W. Dean, manager of the farm 
joan division of Metropolitan Life at 

emphis, has been appointed a member 
ofa draft board there. 

E. F. White, general agent for Con- 
necticut Mutual at Dallas, and his wife 
have just returned from a winter vaca- 
tion on the Louisiana and Mississippi 


W. L. Moody, Jr., president of Ameri- 
can National of Galveston, observed his 
87th birthday at his office. His desk 
was covered with 500 telegrams and 
flowers in profusion. He received greet- 
ings from 38 states, Hawaii and Cuba. 


H. Clay Evans Johnson, president of 
Interstate Life & Accident, and W. S. 
Keese, Jr, Boyd-Keese local agency, 
have been elected directors of the Chat- 
tanooga Community Chest. Robert L. 
Maclellan, president of Provident Life 
& Accident, has served as president for 
two years. 


Vincent B. Coffin, vice-president of 
Connecticut Mutual Life, has been elect- 
ed vice-president of the greater Hart- 
ford community chest campaign com- 
mittee. 











Gulf coast. 
WALTER C. SULLIVAN, 49, 


counsel for Massa- 
chusetts Mutual 
Life, died sudden- 
ly at Spring- 
field, Mass. Mr. 
Sullivan went with 
the company in 
1919, and joined the 
law department in 
1925. He was ap- 
pointed attorney in 
1931, assistant 
counsel in 1943, as- 
sociate counsel in 
1949, and counsel 
last month. W. C. Sullivan 


CECIL R. SATTERTHWAITE, 40, 
general agent for Lincoln National Life 
at Salem, Ill., since 1947, died there of a 
cerebral hemorrhage. 


A. WILSON CONOVER, 43, presi- 
dent of Commercial Travelers of Salt 
Lake, died of a heart attack at Las 
Vegas. Mr. Conover helped found the 
company in 1936, and the Insurance 
Sales Corp. the following year. He 
was formerly in the research depart- 
ment of Metropolitan Life. 


CARL F. NEWBY, 53, manager for 
Republic National Life at Springfield, 
Ill, died at St. John hospital there. 


MRS. MARJORIE T. BURNETT, 
who was assistant secretary of Rainier 
National of Seattle until her retirement 
last June, died-after a short illness: She 
joined Olympic National Life at Seattle 
in 1934 and later was appointed office 
manager for Northwestern Life. She 
was promoted to manager of the A. & H. 
department and underwriter for both 





Northwestern Life and Rainier National 
in 1946 and headed Rainier National's 
claims and underwriting department un- 
til 1949, when she was promoted to 
assistant secretary. 

WALTER H. RODDY, 65, manager 
for Metropolitan Life at Jamaica, L. I, 
New York, for 14 years until his retire- 
ment, died after a long illness. 

WALTER L. GIFFORD, 84, retired 
agent of Northwestern Mutual, died at 
Dubuque, Ia., after being in ill health 
for several years. He went 'to Dubuque in 
1913 and retired in 1945. 

Mrs. ESSIE W. WILTSHIRE, wife of 
W. Ernest Wiltshire, president of Home 
Beneficial Life, died at Richmond. Her 
father, the late Richard D. Watkins, was 
the first president of Home Beneficial. 

JAMES M. CHAPPELL, 70, retired Aca- 
cia manager at Louisville, died of a heart 
attack at his home at Coral Gables, Fla. 








Laskers, Father and Son, 
Make M.D.R.T. Together 


A father and son team who 
achieved membership in the Mil- 
lion Dollar Round Table at the 
same time is that of the Laskers, 
who are agents for Mutual Life at 
Eau Claire, Wis. The feat is all 
the more remarkable because the 
son, Richard H. Lasker, fresh out 
of the University of Wisconsin 
insurance department a year ago, 
made the M.D.R.T. in his first 
calendar year of production. His 
father, Herman Lasker, is a life 
and qualifying, repeating member 
of the Million Dollar Round 
Table and thus an old hand at 
the game and undoubtedly an 
inspiration to his son. Young Mr. 
Lasker has been hailed by his uni- 
versity as the first post-war grad- 
uate of the insurance curriculum 
to make M.D.R.T. 
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Sees Agent Caught in Squeeze ' 


A prominent general agent remarked 
the other day that one reason it is 
so imperative that the New York legis- 
lature do something about easing the 
expense limitations in New York’s sec- 
tion 213 is that ordinary agents find 
themselves with an ever-narrower field 
in which to work. He pointed out that 
group coverages bite into the agent’s 
territory on one side while on the 
other the industrial agent is writing far 
more buyers in the ordinary market 
than was the case some years ago. 


Publicity Prevents Distortion - 


Elsewhere in this issue there is a 
brief item, based on a news release, to 
the effect that Home Life of New York 
has decided that within the next decade 
it will move some of its departments to 
the suburbs, although continuing to keep 
its headquarters in New York City. Not 
having decided what departments it will 
move or what suburb it will move them 
to, the company might well have been 
tempted to withhold any publicity about 
the change. 

However, the news would almost cer- 
tainly have leaked out and when it did 
so the chances are that it would have 
been in weirdly distorted form. As it 4s, 
the company has said officially what 
there is to say, leaving little reason for 
speculation. 


Good Home-Work Material 


United States Life has installed an 
information rack on which it places 
items that are worth-while reading for 
home office employes. There is a wide 
selection of interesting and informative 
pamphlets, booklets and reprints about 
insurance, home and family, vacations, 
religion, hobbies, social and economic 
democracy, government and _ private 
enterprise. 


Consumer Credit Briefing 


There will probably have to be sev- 
eral more meetings between Consumer 
Credit Life Assn. and the commission- 
ers, similar to the recent meeting be- 
tween the zone 3 committee and. this 
association in Miami before specific 
agreement as to general principles that 
should govern ‘the writing of consumer 
credit insurance are adopted. The com- 
missioners at Miami got: a chance to 
learan in more detail what goes on in 
the practical selling of credit life and 
disability and the operating procedures 
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of the various companies. While the 
members of the industry and the com- 
missioners were in agreement as to 
certain general principles, there were 
no regulations adopted. Presumably 
definite rules will be recommended to 
the commissioners at the zone 3 meet- 
ing in Panama City, Fla., on April 24- 
25. 





Mutual Writes 50% Non-Med 


Mutual Life of New York,. pursuing 
a liberal non-medical program, was able 
to approve more than 50% of its ap- 
plications for insurance without med- 
ical examination during 1951. Of the 
new insurance issued last year by this 
company, 63% was on life plans, 20% 
endowments and 17% term insurance. 








Conn. Attorney General 
Won't Help “Pru” Strikers 


HARTFORD — Attorney General 
Conway of Connecticut this week of- 
fered no help to Labor Commissioner 
Egan, who has been asked to collect 
unpaid “wages” of more than 100 strik- 
ing Prudential agents in Connecticut. 

Mr. Conway, asked for advice by 
Mr. Egan, said the attorney general’s 
office has no jurisdiction over criminal 
matters. Under the law matters of un- 
paid wages are criminal ones. There- 
fore, he told Egan, the prosecuting at- 
torneys should be consulted. 

Commissioner Egan said the Con- 
way letter leaves the matter where it 
started. He said he still doesn’t know 
whether or not the state would be justi- 
fied in bringing action against the com- 
pany in behalf of the striking agents. 
They have filed complaints with the 
labor department claiming that the com- 
pany had refused to pay them wages for 
the three months the strike has been 
on. 


Eton & Howard Fund Has 
Jefferson Standard Stock 


Eton & Howard Stock Fund in its 
latest report shows that it has added 
3,000 shares of Jefferson Standard Life 
to its portfolio. It enters the market 
value of these shares in the report at 
$129,000. This is a’ new acquisition. 
Presumably it is part of the stock that 
was sold by Ralph Price, former presi- 
dent of Jefferson Standard. 
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AMONG COMPANY MEN 





Third Maclellan 
Becomes President 
of Provident L. & A. 





Maclellan 


R. J. Maclellan R. L. 

Provident Life & Accident has pro- 
moted Robert L. Maclellan, vice-presi- 
dent, to president, marking the third 
generation of the family to be named to 
that office. R. L. Maclellan succeeds his 
father, Robert J. Maclellan, who be- 


comes chairman. Thomas Maclellan 
was president until his death in 1916. 

R. L. Maclellan joined the auditing 
department in 1928, and later transferred 
to the underwriting department. He be- 
came agency manager of the life depart- 
ment in 1933. Most recently, he has 
been a member of the executive and 
finance committees, and chairman of the 
agency committee. R. J. Maclellan has 
been with the company since 1905, and 
president since 1916. 





Grabow to Company Post 


George B. Grabow, assistant counsel 
in the compliance and legal division of 
the California department at Los An- 
geles, has resigned as of March 1 to 
become assistant general counsel of 
Beneficial Standard Life and Beneficial 
Fire & Casualty of Los Angeles. He 
has been with the department since 1949 
and before that practiced law privately 
at Chicago and Los Angeles. 





American Reserve Life has appointed 
Kenneth C. Holland, Omaha lumber 
company executive, and Frank 
Frensley, Jr., agency vice-president, to 
the board. 
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State Life Is on the March... 
With Gains in Production 


The growing Field Force of The State Life of 
Indiana has scored substantial production gains over 
1950. And, there are reasons! 


* A broad-vision agency development program 
under progressive leadership. 


* New agency contracts with real incentives. 


* A program of opportunity which has attracted 
able, ambitious Managers and Field Under- 


* New and exclusive policies for today’s market 
added to the wide range of State Life policies. 


* High morale maintained by practical, sales- 
minded cooperation all along the line. 


State Life is on the march . . . and State Life Field 
Underwriters are scoring new gains and making per- 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


A Mutual Legal Reserve Company Founded 1894 























Landon to South Coast Life 
as V. P. and Agency Director 


Leon Landon, formerly superinten- 
dent of ordinary agencies of South- 
land Life, has become vice-president 
and agency director of South Coast Life 
of Beaumont. 

Mr. Landon entered life insurance 
at Panhandle, Tex., in 1936 after grad- 
uation from West Texas State Teach- 
ers College. He shortly afterward be- 
came an assistant manager at Amarillo, 
was named manager there in 1944 and 
in 1948 was transferred to Fort Worth 
in the same capacity. He went to the 
home office last June. 

He is a past president of Abilene Life 
Underwriters Assn., past vice-president 
of Fort Worth C.L.U. chapter, and has 
been active in other state and local in- 
surance organizations. 


Atlantic Life Names Smith 
Universal Vice-president 


Atlantic Life has promoted James T. 
Smith, assistant vice-president and man- 
ager, to vice-presi- 
dent of the Uni- 
versal division. Mr. 
Smith entered the 
business with Uni- 
versal Life at 
Lynchburg, Va., in 
1933, and two years 
later became man- 
ager there. In 
1938, he was ap- 
pointed field super- 
visor at the home 
office. He was 
named secretary in 
1942, and advanced 
to secretary and 
general manager in 1945. Atlantic Life 
purchased Universal Life in 1950, and 
named Mr. Smith to his former position. 








James T. Smith 





Crown Names Cunningham, 
McDonald, Stewart, Williams 


_Crown Life has promoted J. N. Cun- 
ningham, legal officer, to vice-president 
and legal officer; P. McDonald, general 
manager and secretary, to vice-president 
and secretary; W. D. Stewart, treasurer, 
to vice-president and treasurer, and A. F. 
Williams, superintendent of agencies, to 
vice-president and superintendent of 
agencies. 

The company has also appointed H. 
W. Kinnear, assistant superintendent of 
mortgages, to associate superintendent; 
F. D. Truax, assistant medical officer, 
to associate medical officer, and G. M. 
Wilson, assistant treasurer, to associate 
treasurer. 





Prudential Names Buchanan, 
McEvoy to Regional Posts 


Prudential has appointed John D. Bu- 
chanan, Jr., ordinary regional manager 
for the metropoli- 
tan region at New- 
ark, and James E. 
McEvoy, Jr., asso- 
ciate regional man- 
ager there. Mr. 
Buchanan has been 
with the company 
since 1947. Last 
year he transferred 
to Newark as asso- 
ciate regional man- 
ager. He was for- 
merly special agent 
at Omaha. Mr. 
McEvoy joined the 
actuarial de- 
partment in 1936. In 1945, he was ap- 
pointed special agent at Newark, and be- 
came assistant manager there in 1948. 


teen, ee 





J. D. Buchanan, Jr. 





Doclen Now Vice-chairman 


Paul D. Doolen has been appointed 
vice-chairman of Bankers Life & Cas- 
ualty. He has been industrial sales man- 
ager of A. E. Staley Manufacturing Co, 
and vice-president of Staley Sales Corp. 


Howard N. Nielson and Bruce P. Hay. 


He joined Staley in 1944 as genery 
attorney. Previously he had Practiced 
law at Chicago and Waukegan, II], He 
is a Harvard law school graduate, 





Kansas City Names Bridga 


Kansas City Life has named Rober 
H. Bridges training supervisor, \y 
Bridges entered the business with Lip. 
coln Liberty Life at Oklahoma City 
in 1946, and became general agent then 
in 1950. 





Washington Natl. Ups Two 


Bernard Rogers has_ been promote 
from assistant underwriter to assistan, 
manager of the ordinary life underwrit. 
ing division of Washington National 
He started with the company in 1933, 

John Metko is advanced from super. 
visor to assistant manager of the tahy. 
lating division. He has been with the 
company 10 years. 





Bryan Pilot Chairman 


Joseph M. Bryan has been electeg 
chairman of Pilot Life, a post which hag 
been vacant a number of years. He hy - 
been a director for some time. 4 

W. Gawthorp was elected assis. 
ant secretary and M. U. Makely, fop. 
mer assistant actuary, was named asso 
ciate actuary. | 


United L. & A. Promotions 


United Life & Accident has promoted 
William D. Haller, vice-president anj 
secretary, to executive vice-president 
and agency manager; Robert D. Fletch. 
er, treasurer, to vice-president and 
claims manager; Arthur H. Nelson, 
assistant secretary and comptroller, to 
secretary and comptroller, and Warren 
E. Cutting, assistant secretary, to su 
perintendent of agents. 








Two New Asst. Secretaries 
Connecticut General has appointed 





ay Detctamuatcpaey, V4) 
Concerning PAY | 


“Tothe victor belongs the spoils.” 
¢ —WM. L. MARCY, 1832 


“The man who pulls the plow 
Gets the plunder.” 
—HUEY P. LONG, 1934 


“To him who sells the Policy 
Goes ALL the gravy.” E 


Y 

—J. DeWITT MILLS, 1950 
Good producers in small! and med- 
ium size cities are making more 
money than ever before, by rec- 
eiving a BIGGER SHARE of the 
premium under our new & unusua! 


DIRECT CONTRACT 


a complete line of 
elife «Hospitalization 
eSickness. «Accident | 


” Opportunities in Indiana, lowa, - 
Kentucky, Missouri and Obie. 
Write to me. 





(Your reply is held in 
confidence) 





J. DeWITT MILLS 
Superintendent of Agents 


MUTUAL SAVINGS 


LNnEWuannece 
812 Olive St. — Arcade Bidg. St. Louis 1, Me. 
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den assistant secretaries of the mort- 

e and real estate department. 

Mr. Nielson joined Connecticut Gen- 
eral in 1934, after attending Carnegie 
Tech and Hartford College of Law. He 
grved in the army in the last war. 

Mr. Hayden was graduated from the 
naval academy in 1938 and joined the 
company that year. He was in the navy 
in 1942-6. Both were appointed regional 
managers Of the mortgage and real 
estate department in 1948, 


Minehan, McCaffrey Take 
New N.W. Mutual Posts 


William B. Minehan has been named 
secretary of Northwestern Mutual Life 
and Charles B. McCaffrey has been ap- 
pointed assistant director of agencies. 
Robert E. Dineen, who for the last year 
has held the title of secretary with that 








W. B. Minehan C. B. MeCaffrey 


of vice-president, will devote himself to 
the increasing duties of vice-president. 

Mr. Minehan, a graduate of Dart- 
mouth, joined the Northwestern Mutual 
secretarial department in 1931. He has 
specialized in personal and business life 
insurance plans, estate planning and pen- 
sion trusts. After serving in the army 
he was appointed executive assistant of 
Northwestern Mutual in 1946. He be- 
came assistant secretary in 1948 and 
associate secretary last March. He is 
widely known as a speaker on advanced 
underwriting subjects. 

Mr. McCaffrey has been an instructor 
of insurance courses at University of 
Pennsylvania, where he received his 
master’s degree. He served in the navy 
and after graduating from Harvard law 
school in 1948 he became an instructor 
at Pennsylvania. He will handle ad- 
vanced underwriting in the home office 
agency department and in work with 
agents. 


Reserve Life Names Beck 


Reserve Life of Texas has named 
Robert B. Beck director of field training. 
Mr. Beck was formerly vice-president 
of American Investors Life of Dallas, 
and director of field training for Conti- 
nental Assurance at Chicago. 


Two Alpaughs Promoted 


W. G. Alpaugh, Jr., has been ele- 
vated to vice-president, and C. W. Al- 
paugh has been named treasurer of 
Inter-Ocean. 

W. G. Alpaugh, Jr., whose father is 
President of the company, served in 
the navy and was discharged as a lieu- 
tenant in 1946 when he joined Inter- 
Ocean in the commercial agency de- 
partment. He was named assistant sec- 
retary in 1948, 


Robert L. Hamill, a partner in 
Sanderson & Porter, engineers and con- 
Structors, who is now president of the 
New York State Chamber of Com- 
merce, has been elected a director of 
Metropolitan Life. 








North American Life of Toronto has 
appointed J. M. Pigott vice-president, 
and J. M. Breen to the board. 








Knoxville C.L.U.s Elect 


Knoxville (Tenn.) -C.L.U. has elected 
teston White, Northwestern Mutual, 
President; Joseph F. Trosper, Univer- 
sity of Tennessee, vice-president, and 
om P. Deal, Jefferson Standard, sec- 
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NEWS OF LIFE COMPANIES 





Phoenix Policyholders O.K. 
Charter, By-laws Change 


Phoenix Mutual Life policyholders 
have approved the new company charter 
and change in by-laws that passed the 
1951 session of the Connecticut legisla- 
ture. 

State approval of the charter grants 
the company power to underwrite any 
business that other life insurance com- 
panies, chartered in Connecticut, may 
write. The company is also empowered 
to invest its assets on the same basis as 
any other state-approved life company. 

The change in by-laws stipulates that 
nominations for the board, other than 
those offered by the directors, must be 
filed with the board secretary at least 
60 days prior to the annual meeting. 


Republic, Licensed in 20 
States, Plans Development 


Republic National Life was recently 
licensed in Colorado, marking the 20th 
state in which the company is qualified. 
Last year the company was licensed in 
14 states, and six states in 1950. Plans 





are now underway to develop agency 
manpower in areas already active. 





Metropolitan, Mutual Loan 


Metropolitan Life has loaned United 
Air Lines $7,500,000, and Mutual Life 
has loaned the airline $2,500,000, at 
344%, payable in 1967. The loan will 
finance the purchase of 52 air transports 
through this year and next. 


Southern Aid Raises Capital 


Southern Aid Society has doubled its 
capital stock from $150,000 to $300,000 
in anticipation of a proposal pending be- 
fore the Virginia general assembly 
which would require companies licénsed 
in the state to provide a minimum paid- 
in capital and surplus of $300,000. 








Bluegrass Chartered in Ky. 


F. W. Winkler, president of Bluegrass 
Life of Kentucky, was presented a li- 
cense granting the company authority 
to write life, and A. & H. insurance by 
state Senators Stapleton and Wagner 
on behalf of Commissioner Southall. 
The presentation was made at the com- 


pany’s new offices, Covington Trust & 
Banking Co. building. The company is 
the first to be chartered in Kentucky in 
26 years. 


Form Eastern Life & Casualty 


A group of Roanoke business men 
headed by Craig Miller has purchased 
the charter of Virginia Life & Casualty, 
and petitioned the Virginia corporation 
commission for authority to start an in- 
dustrial insurance company in Roanoke 
to be known as Eastern Life and Cas- 
ualty. Offices will be in the Rosenberg 
building. 

T. P. Parsley, president of the Moun- 
tain Trust Bank of Roanoke, is vice- 
president of the new company, and 
Thomas D. Rutherfoord of the Ruther- 
foord insurance agency, is secretary- 
treasurer. 


Newark C.L.U.s Hear Widing 


Students, and prospective students 
preparing to qualify for the C.L.U. des- 
ignation were guests at a recent meeting 
of the Newark C.L.U. chapter. Theo- 
dore Widing, general agent for Provi- 
dent Mutual Life, was the speaker. 











Carroll P. Jones, trust officer of Trust 
Company of Georgia, Atlanta, addressed 
Chattanooga Estate Planning Council. 
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LIFE MANAGERS WANT ADs 


New Yorkers Elect 
Krueger President 


The General Agents & Managers 
Assn. of New York City has elected 
Harry Krueger of 
Northwestern Mu- 
tual Life, presi- 
dent; Thomas L. 
O’Hara of Metro- 
politan Life, vice- 
president, and Lam- 
bert M. Huppeler 
of New England 
Mutual Life, sec- 
retary-treasurer. 

Mr. Krueger is 
past vice-president 
and secretary-treas- 
urer of the associa- 
tion, and past pres- 
ident of the New 
York City C.L.U. chapter. He was also 
a director of the American Society, 
C.L.U., and is currently associate editor 
of the C.L.U. Journal. 

Mr. O’Hara is past secretary-treas- 
urer of the association. He was also a 
director of the New York City Assn. of 
Life Underwriters, and former chairman 
of that association’s committee on co- 
Operation with attorneys. Mr. Huppeler 
was formerly chairman of the associa- 
tion’s planning committee. 





Harry Krueger 





General Agent Can't Make 
Profit on $200,000 Producer 


Homer C. Chaney, director of agen- 
cies of New England Mutual, told San 
Francisco General Agents & Managers 
Assn. that a general agent cannot make 
a sound profit from the average $200,000 
producer over a period of years; that 
the $300,000 a year agent will mean six 
times as much profit as the $200,000 pro- 
ducer and the $400,000 man 14 times. 
He also said that hiring men at $200 to 
$250 advance per month is unprofitable 
but that practically all men advanced 
$450 and over produce many times as 
much paid quality business as the lower 
paid group. 


Lay Stress on Recruiting 


He feels that general agents, provided 
their agency is productive enough, 
should employ one man at a good sal- 
ary to do nothing but recruit. He said 
his company in the past few years has 
increased its expense allowances to gen- 
eral agents 60% to be used solely for 
recruiting and training. As to the cost 
of the agency supervisor, he said, few 
supervisors hire and train four men a 
year. He brought out that the records 
indicate the general agent must inter- 
view 100 to 120 men a year to get four 
promising producers. He said an aver- 
age cost to a general agent for maintain- 
ing an agent is approximately $1,500 a 
year. 

Saying that companies “can no longer 
afford to buy agents from other com- 
panies,” he commented that they are, 
however, looking at the problem more 


-realistically but that all have a long 


way to go in selection. 


Fort Worth Managers Meet 


Ralph J. Beaver of Guarantee Mutual 
Life reviewed the chapter, “How to 
Teach Prospecting,” of Hugh Bell’s 
management book at a meeting of the 
Fort Worth General Agents and Man- 
agers Assn. 








Atlanta Cashiers’ Election 


The Life Agency Cashiers Assn. of 
Atlanta has elected the following offi- 
cers: Edwina McLaughlin, Union Cen- 
tral Life, president; Rueben Gaines, New 
York Life, 1st vice-president; Mrs. 
George Grant, Franklin Life, 2nd vice- 
president; Elizabeth Yancey, Life of 


Georgia, secretary, and Wanelle Lott, 
treasurer. 


Rates $13 per inch per insertion— | inch 
mum. Limit—40 words per inch. Deadline 4 
day morning in Chicago office — 175 W. 

son Bivd. Individuals placing ads are requested 
to make payment in advance. 


THE NATIONAL UNDERWRITER 
Life Insurance Edition 





ACTUARY 


Medium size southern company has 
opening for Associate Actuary, ex. 
cellent beginning salary, opportunity 
rapid near future promotion. Con. 
sider only FSA middle thirties with 
broad experience and potential ey. 
ecutive talent. In writing give ful 
information. All inquiries held 
strictly confidential. Personal inter. 


view in Company's Home Office at| _ 


Company's expense for candidates 
appearing to meet qualifications, 
Address K-2, The National Under. 
writer, 175 W. Jackson Blvd, 
Chicago 4, Ill. 








ASSOCIATE MEDICAL 
DIRECTOR 


HALF BILLION MIDWEST LIFE INSUR. 
ANCE COMPANY IS LOOKING FOR A 
FULL-TIME ASSOCIATE MEDICAL DIREC. 
TOR. Position will be well compensated, 
with assurance of senior-officer status, 
Give complete information of your quali. 
fications. Replies will be held in absolute 
confidence. 
Address K-14 
The National Underwriter 

175 W. Jackson Blvd., Chicago 4, Illinois 
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UNUSUAL MANAGERIAL 

OPPORTUNITIES WITH A 

LARGE DETROIT GENERAL 
AGENCY 


If you are a successful life underwriter 
under age. 35 and can show some experi- 
ence in recruiting and training, this can 
be an unusual opportunity for you. An at- 
tractive salary plus additional ‘remunera- 
tion, for the man who qualifies, makes this 
an outstanding position with a leading 
agency of one of the largest life insurance 
companies. For full details, Address J-86, 
The National Underwriter, 175 West Jack 
son Boulevard, Chicago 4, Illinois. 








_ GENERAL AGENTS WANTED. 


A well established southern life insur- 
ance company has desirable openings in 
Alabama, Florida and South Carolina for 
general agents and can offer unusual op- 
portunities to men who can qualify. 


“Write in confidence, giving full particu- 
lars as to age, previous and present em- 
ployment, educational background, experi- 
ence, family status and other pertinent 
information. Our men know of this ad. 


Address Box 123, The National Under- 
writer, 432 Hurt Bldg., Atlanta 3, Ga. 











HOME OFFICE SUPERVISOR 


Man, under age 40, with at least five years ex- 
perience in policyholder or agency correspond- 
ence wanted as department supervisor in one, 
of the fastest growing life insurance companies 
in the Southeast. Wonderful opportunity for the 
right man. Supply full particulars of educational 
background, experience, family status and pres- 
ent salary to K-4, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. All, 
communications will be held confidential. . 
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a LIFE AGENCY CH ANGES Brailey to Mark 25 Years Ca-U. | cores pays 5 memes af 
: ? ion board, American Col- 
‘ DS With New England Mutual lege, C.L.U., and also a member of the 
“ge s = a ; committee on t 
———., Pacific Mutual Appoints ager at Nashville and Seth Hastings dis- Earle W. Brailey, associate general the Life Pee tear on thew 2 
A trict manager at Chattanooga. agent for New England Mutual Life at ” 
dich mith Connell General gent Cleveland, will mark 25 years with the Kent ky Le + Bill 
W. Jace | pacific Mutual Life has appointed Promote Three, Reassign company Apeil3. Mer. Brailey joined wtp nding Bills 
} Fequeste R. Connell general agent at Colum- the agency department in 1927, and be- There are two bills which have been 
ER C. 0. Since 1947, Four Group Representatives came assistant superintendent there in introduced in the Kentucky legislature 
i Connell has 1929. The same year, he was appointed to require that 80%: of the deposits re- 
ith the Pacific Mutual Life has promoted general agent at Cleveland. In 1943, he quired by Kentucky be transformed 
eS 1 lis Benjamin Carleton, group representative retired from management. into a fund of $40 million to finance real 
Sh 6. ens at Atlanta, to regional group manager Mr. Brailey is a member of the com- estate loans to veterans of the second 
icompiled an - Washington, me cg to succeed Ji pany _ a and —_ wees war. This measure is given little 
ran fey who has been transferre ager of the brokerage department of the chance to pass. It was introduced as 
any has outstanding ore to Philadelphia. Eugene Reynolds, Cleveland agency. Since 1950, he has house bills 161 and 162 by Rep. Vance 
ary, ex ine the com- aroup representative at Detroit, has been chairman of the American Society Glasgow, Democrat. 
"1nd . also been promoted to regional man- 
Ortunity | pany, a served ager there, and Gordon Edwards, group 
the navy. Im- re t 
‘ presentative at San Francisco, will 
Con. reg eet become group manager at Indianapolis. 
es with Ps lags ee-buil dé a Ree a be assisted by R. 
tial a : ean evelan group representative > 
2 ing program to en from Chicago. Yi fy yy 
ive fy} | large the arene C. R. Connell The company has also transferred y ho, Y ff, Wy 
held the wry aget oe b f John Edwards, group representative at & 
‘ rendered in the Columbus area for more Chicago, to Seattle, and Russell Armen- 
1 inter. | © than 30 years. trout, J. Stour representative at Wash- Li Me hig 9 ill f Goa 
fF; . ington, C., to Atlanta. | 
‘ideal Spencer Succeeds Goodrich ; war Todd joined Sg company at Los 
a ngeles in 1949, and Mr. Carelton joined 
cations, for Bankers of Nebraska company a year later at Washington, 
Under. Bankers Life of Nebraska has ap- ~~ 
Bhd pointed John S. Spencer general agent : 2 
dt at Topeka to succeed E. F. Goodrich, Business Men’s Assurance 
who will retire after 44 years with the N 
: ames 3 as Agency Heads 
company. 
Mr. Spencer joined the company in Business Men’s Assurance has ap- 
1 | § 140 at Atchison, Kan., and became pointed A J A. Johnstone of ph 
L assistant general agent at Topeka in jjento, Cal. man- 
1949. Mr. Goodrich has been with the ager of a newly 
company since 1908, and general agent created branch of- 
INSUR. at Topeka since 1929. fice there. E. M. 
FOR A Peterson of Salt 
ries | Korn Beckley General Agent Lake City has be- 
sated, ; : come manager 
sialon 1 Harold M. Korn has a a gra there with the re- 
-quak.|  Seneral agent of Midland Mutual Life j:-ement of Walter 
quali. | — st 
' at Beckley, W. Va. At one time he was hes oe : 
bsolute | > : life j Ak M. Jones, who has 
| Peper amce BF ETON, been with B.M.A. 
: hae ae 36 years and man- 
Ihde Manager at Wichita ager since 1932, 
Ilinois Herbert Ihde, for the past three years = gr aes Be 
| field supervisor at Kansas City of geeks Sbbris sag 
———_ Northwestern National and with the fe aay at. Billings, 4492+ sen : : ‘ 
a.”~6~S rs company 12 years, has been named - : ie F 
AL | manager of the central Kansas agency _ Mr. Johnstone joined B.M.A. 26 years 1S LSCOUEL é é 
A |) at Wichita. He succeeds W. A. Bach- Rd isan a ee See ee key A , 
AL | man, who has retired to devote his time ~@cramento since 1944. las- FSH 
to insurance consultant and _ produc- d é LA2ZNOS1S Ure 
viaiill tion work, continuing with the agency. 
mages Tennessee Valley Names 2 In 1895, Wilhelm K. Roentgen the home of a client. ..solving 
An at Tennessee Valley Life in its expan- discovered the Roentgen Ray— a knotty problem in security. 
— sion program in the A. & H. field has popularly known as the X-ray. He is helped, in part, by the 
abs. appointed William Lowe district man- This discovery might have re- tools at his command. His An- 
srance| ) mained in the field of pure alagraph, for example, helps 
ja | WHAT'S IN.. physics. But the physician, con- him detect future financial 
-_ ¢ tinually searching for meansto trouble spots and then recom- 
THE C ARDS. FOR a improve his skill, applied its mend the right plan. 
—— E. M. Peterson J. L. Mellor revealing eye to human health. 
ED YOu IN 75? ? larly qualified on personal production The result has given millions SPECIAL PLAN FOR DOCTORS 
aia Phan * sae commen: bases a4 9 a happier, healthier life. 
: Mr. Peterson has been a leading pro- . 
re The Pacific National ducer since he joined the company in Our hats are off to * Steed The Mutual Benefit Life men 
' ein winnina hand 1930, and was president of the Grant physician and his associates specializes in the right plan 
sé Setters tab cnnannieyetiavs: py yg lags i follo a who give unselfishly of their and his plan for doctors takes 
ie pany offers: \C| company jn 1044 gud following army TMM time so that we might enjoy a into account their particular 
em | || © Liberal agency contract - top salesman. In 1950 he was vice- longer, more healthful life. problems. 
peri- top commissions president of the Grant Club. Your Mutual Benefit Life It’s no wonder this man is a 
“i © Non-Contributory retirement c 2 representative, too, gives un- respected member of his com- 
: plan Midland Natl. Raises M. D. selfishly of his time so that munity—with professional sta- 
pes © Complete portfolio of policies ri Hicined Seineeal Jats as Sonth De. others may benefit. Long after tus. He likes the work he’s do- 
i ° ‘ ota nas electe r. O. 5. Randall, med- ople have “ ” ° : 
we bd Personalized Home Office ical director, to be vice-president. It was pe bis espe ne for ng and can do a sound job 
— Service announced at the annual meeting of the the day, you will find him at with the tools he has. 
IR company that insurance in force rose 
ee A number of choice G.A. openings bs aay Sy and that about sighed ss THE 
° x usiness in force was acquired during 
= in the West. Write TODAY to . . the past five years when the increase has MUTUAL BENEFIT LIFE 
pa been about $28 million. 
r~ PACIFIC NATIONAL LIFE The day following the stockholders INSURANCE COMPANY 
meeting, the company held its annua GQROANIZTED 1M 10468 + 900 BROADWAY. NEWARE, NEW JERSEY 
sa ASSURANCE COMPANY meeting of agents. Robert W. Osler of 
ee SALT sig CITY, UTAH Rough Notes Co. spoke. There was a 
All RAY H. PETERSO KENNETH W. CRING general agents’ and supervisors’ meeting 
esident VicePone Seve of Agencies | and a demonstration by E. H. Downs, 
Bes general agent at Aberdeen, S. D. 
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GENERAL AGENCY NEWS 





Earls Leads Agency to Top 
Position in His First Year 


The Cincinnati agency of Mutual Ben- 
efit Life in its first full year under Wil- 
liam T. Earls, general agent, recorded a 
40% increase in production and led all 
agencies of the company in volume. The 
Earls agency moved from fourth posi- 
tion in 1950 to first in 1951 in com- 
pany rankings. Production of the agen- 
cy was $12,078,469, the biggest year for 
any agency in the company since the 
1930s, when multiple agencies produced 
on a combined basis larger totals. The 
average recorded policy sale during 1951 
for the Earls agency was more than 
$10,000. Insurance in force in the agen- 
cy increased to $138 million. 


There are six from the agency who 
are members of the Million Dollar 
Round Table and Mr. Earls qualified 
himself for the ninth time. Sidney Weil 
led the agency and led the company in 
volume and A. Robert Groenke was in 
fourth place nationally in production. 





Business Associates Honor 
Wiseman at St. Louis Event 


ST. LOUIS — Business associates 
honored Jack Wiseman, general agent 
and regional manager for Franklin Life 
at St. Louis for his part in building an 
agency organization in a locality that 
has produced a total of more than $40 
million of business since it was started 
in 1936. Mr. Wiseman was presented 
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FIFTY UNION SQUARE 


NEW YORK 3, N. Y. 
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The combination of natural ability, 
ring generalship learned through 
experience, and a fighting heart 
usually marks the champion boxer. 
But with it all, he knows the im- 
portance of having strong hands. 


GuARDIAN strengthens the hands 
of its field representatives by of- 
fering a diversified and well- 
rounded kit of attractive policies 
and __ services. 


Included among them are: 
Low cost Preferred Risk 
Low premium TERM 
DISABILITY INCOME PROVISION 
Unique Pension Trust facilities 
Salary Savings Insurance 


They help towards performance of 
real championship calibre. 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


DNanesloithiy-W.Voi-vloxtal @roystag-lori= 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 





a distinguished service award by B. G. 
Gregory, manager of Insuraace Board 
of St. Louis and executive secretary of 
Missouri Assn. of Insurance Agents. 
F. J. O’Brien, vice-president of Franklin 
Life, spoke on behalf of the company 
and described Mr. Wiseman’s high per- 
sonal production records despite the de- 
mands of his dual duties. Mr. O’Brien 
reported that the agency had placed $30 
million of business on the books. 

Circuit Judge Aronson of St. Louis 
reported on the time and effort that Mr. 
Wiseman has given to charitable and 
civic work, especially with B’nai B’rith 
of which Mr. Wiseman is now a national 
vice-president and district head. He re- 
ported that Mr. Wiseman is in line for 
elevation to the presidency of this chari- 
table organization in the next few years. 

Sam Shaikewitz, local insurance agent, 
was toastmaster and among the speak- 
ers were William J. Huether, the oldest 
agent under Mr. Wiseman in point of 
service, who told of the agency’s early 
days. His son Russell, Million Dollar 
Round Table member and leading pro- 
ducer for the agency, also spoke, as did 
Christ W. Breidecker and R. W. Reichle, 
agents. 


12 N. E. Mutual Agencies 
Write Million in January 


In setting a new record for the month, 
12 agencies of New England Mutual 
accounted for more than $1 million each 
in January. They are Huppeler, New 
York City; Bray, Houston; Summers, 
Boston; Schmidt, New York City; Hays, 
Boston; Corwin, New York City; Web- 
er, Cleveland; Marks, New York City; 
Grimm, Milwaukee; Swanson, Chicago; 
Wadsworth, Buffalo, and Behrns, Chi- 
cago. 

The Huppeler agency’s $3,562,381 was 
the greatest one-month volume of paid- 
for business to be written by any agency 
in New England Mutual’s history. The 
Houston, Corwin, Milwaukee and Buf- 
falo agencies also had their largest 
months. 





Not Volume Leader 


An item in the Jan. 25 issue incor- 
rectly stated that the Richardson agency 
of Mutual Benefit Life at Lexington, 
Ky., led the company in paid production 
for 1951. It should have said that the 
agency led in sales in relation to sales 
potential. This is an index designed to 
reflect how well an agency does in rela- 
tion to other agencies, not in volume but 
in respect to what it might have been 
expected to do with the purchasing 
power in its territory. The Stotz agen- 
cy at Grand Rapids and the Earls 
agency at Cincinnati should have been 
shown as second and third, respectively, 
in sales to sales potential, rather than 
in total production. 





Klein Has Record January 


January paid-for production in the 
A. R. Klein agency of Home Life at 
Chicago was the largest of any Jan- 
uary in the agency’s history, 9% ahead 
of the same period a year ago. Agency 
leaders were Jack Little, Jack Lieb- 
man and Sam Share. 

The Chicago agency finished third in 
1951 for paid-for production among all 
Home Life agencies. 


Nashem Has Million Month 


The Lee Nashem agency of Mutual 
Benefit Life in New York City paid 
for $1,030,000 in the month of January, 
practically all from full time agents, the 
largest month in the 12 years history 
of the agency. Richard E. Pille, vice- 
president in charge of agencies, gave 
a special luncheon in recognition of the 
feat. The agency has 22 full time men. 
The agency office has recently been re- 
decorated and set up along modernized 
functional lines to get the most produc- 
tive use out of all available space. 








January paid business for the White 
agency of Connecticut Mutual at Dallas 
amounted to $494,481. 


Gains for Robertson Agency 


William R. Robertson, general agey 
for Massachusetts Mutual at Boston - 
ported at a meeting of the agency that 
ordinary production for 1951 was 
nearly $1 million over 1950, and that in- 
surance in force totaled $66 million 
Robert Cardais and William Lonsda) 
agency supervisors, reported on recryj, 
ing and training accomplishments, 





Simon Leads Mass. Mutug] 


The Simon agency of New York City 
was top agency in production for Mas. 
sachusetts Mutual during 1951. Othe 
agencies in the top 10 were: Keane 
New York City; Atlanta; Detroit; Joy. 
dan, Chicago; Rochester; Peoria; Cleve. 
land, and Davies, Baltimore. 

The Davies agency showed the largeg 
gain, increasing production by $5,179. 
618. Cleveland, Syracuse, Wheeling 
Newark, Buffalo, Detroit, Cincinnat, 
Hartford and Philadelphia each had an 
increase of more than $1 million, 





Ehn Agency Receives Awa 


The Ehn agency of Mutual Tr 
Life at Hartford has been selected fet 
the general agency award of the Edwin 

Jison memorial achievement trophy, 
During 1951 the agency exceeded jt 
quota, increased its policy size, and hai 
consistent agency representation in the 
company’s production clubs. 

General Agent Ehn joined the con. 
pany in 1909. The volume in force ip 
the agency now exceeds $30 million. 


Miller Agency Wins Trophy 

The Miller agency of New England 
Mutual Life at Topeka won the com- 
pany’s president’s trophy for 1951 for 


gains in paid new business; net gain in. 


insurance in force; number of new full. 
time appointments, and production by 
new agents and full-time agents. The 
Hays agency at Boston was runner-up, 
and the Weber agency at Cleveland fin- 
ished third. 





Bethea Has Open House 


Osborne E. Bethea who became man- 
ager for Prudential at New York City 
a few months ago was host at an open 
house in the agency’s new quarters at 
25 West 45th street. The agency ha; 
the entire floor which has been remoé- 
eled and attractively redecorated. Heat- 
ing a sizable delegation from the Pru- 
dential home office was President Carrol 
M. Shanks. 





The Arnold Harmelin & Sons agency 
of Columbian National in New York 


City led the company in paid volume 5 


and first year premiums in 1951. The 
agency was started by Arnold Harmelin 
34 years ago. He is still active. David 
R. Harmelin, the present general agent, 
and William Harmelin, field supervisor, 


are both among the top 10 in persona | 


production for the company. 








Financial Commitments Up 
WASHINGTON — Commitments to 
acquire loans and investments entered 
into during December, 1951, by 45 life 
insurance companies, whose combined 








bh Ban 





assets represent 85%, of all life company § 
assets, totaled $764 million, or $36 mil- | 


lion more than the total of commitments 
made during November, according to the 
National Voluntary Credit Restraint 
Committee. 


Hear Pension Trust Talk 


Joseph Schwartz, pension trust spe- 
cialist, spoke at a meeting of Los 
geles C.L.U. chapter on “Pensions by 
Free Enterprise or the Government.” 


Carl M. Spero, independent, New 
York City, president of the Americal 
Society of C.L.U., will address the Feb. 
13 luncheon meeting of the New Yorl 
City Life Supervisors Assn. His topit 
will be “What C.L.U. Can Mean to the 
Supervisor.” 
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~_ POLICIES 


Great-West Adopts Family 
Medical Expense Rider 


Great-West Life has reduced rates for 
accident medical expense benefits, and 
added a family accident medical ex- 
ense rider which can be added to any 
Great-West A. & H. policy. 

The minimum accident medical ex- 
pense indemnity has been raised from 
$500 to $1,000, and amounts up to $5,000 
can be obtained at the new rates. Poli- 
cies already in force with this indem- 
nity will benefit from the lower rates 
by an increase in the amount of in- 
demnity. Under the family accident 
medical expense rider, benefits are ex- 
tended to any or all family members 
under one policy with a low rate. 








Issuing New Combination 
Term-Endowment Policy 


Confederation Life of Canada is issu- 
ing a participating policy which insures 
the father’s life while the son is growing 
up and then, if both are living, automat- 
ically transfers the insurance to the 
son’s life after he reaches 21. This pol- 
icy is fundamentally a combination of 
term insurance on the parent and en- 
dowment on the child. It provides 
$10,000 if the parent dies before the 
child reaches 21, $10,000 if the child dies 
after he reaches 21, or $10,000 when the 
child reaches age 60. Additional fea- 
tures available are family protection, 
total disability and double indemnity 
benefits. The minimum amount issued 
is $5,000. 





Mutual Adds New Contracts 


Mutual Life has announced several 
new policies. Mortgage protection and 
income protection policies will be is- 
sued as special class insurance to ap- 
plicants who are subject to an extra pre- 
mium because of occupation or aviation, 
where the extra rating does not exceed 
$5 per $1,000. The extra will be based 
on the initial amount of insurance and 
will be charged for five years less than 
the premium paying period. 

Retirement endowment policies and 
retirement income contracts will be is- 
sued at ages over 55, as follows: Ages 
56 to 60 inclusive, maturing either in 
10 years or at age 70; ages 61 to 65 in- 
clusive, maturing in 10 years. 


SALES MEETS 


Prudential’s Coast Managers 
Confer at Las Vegas, Nev. 
The western home office regional con- 
ference of _ordinary agency managers 
of Prudential was held at Las Vegas, 


aVev, 
Wilkinson, 











Harry E., director of 
agencies and chairman of the first day’s 
session, opened the conference with a 
report on 1951 results and a statement 
of the 1952 goals. 

Jack White, Los Angeles manager, 
was awarded the vice-president’s trophy. 
Presidential citations were presented to 
Mr. White, Troy Ziglar, Pasadena man- 
ager, Edward T. Engle, Sacramento 
ee ee W. Gallagher, man- 

te) e Inland Empi 
Spokane: pire agency at 

Louis C. Yount, regional manager, 
presided the second day. The conference 
closed with an address by Harry J. 
Volk, vice-president in charge of west- 
€rn operations. 


Southern Nat'l Agents Meet 


A sales conference of agents of South- 
ern National Life was held at San An- 
tonio, with Stanley Cole, vice-president 
in charge of agencies, presiding at the 
Opening session. 

President E. P. Kinzie, speaking on 


XUM 


“Southern National — Yesterday, To- 
day, Tomorrow,” gave a brief descrip- 
tion of the struggles incident to the 
first years of a life insurance company. 
Other talks were given by Lucille 
Fleming, assistant secretary; V. C. 
Thompson, comptroller; Jack Eckstrom, 
San Antonio agent; Yates Field, super- 
intendent of agents; Mr. Cole, Troy 
Harrell, Fred Kingsbury, Galveston; 
Al Secrest, San Antonio; E. O. Hale, 
Rachel Malone, American Hospital & 
Life, and W. D. Bacon, Crown Life. 

Plans are being made for a conven- 
tion at Monterrey, Mexico, in 1953, for 
agents who qualify. 


Bankers, Nebraska, Rally 


More than 50 general agents of Bank- 
ers Life of Nebraska were congratulated 
for their part in the company’s most 
successful year by President H. S. 
Wilson at the annual general agents 
conference at Omaha recently. 

General agents who spoke were R. A. 
Ebbage, Sacramento, Cal.; D. G. Hol- 
ston, Fresno, Cal., and V. A. Marshall, 
Fairbury, Neb. Home office speakers 
were S. R. Purtzer, E. S. Wescott, W. 
E. Price and D. S. Seiverling. 





Imperial Life of Canada has increased 
its policy dividend scale on an average 
of 5%, for all standard, life and endow- 
ment policies with annual premiums 


ACCIDENT 


N. J. Gives Report on 1951 
Disability Law Experience 


Disability insurance payments under 
New Jersey’s temporary disability ben- 
efits law rose to $27,200,000 in 1951, 
compared with $21,500,000 for 1950, ac- 
cording to the state department of labor 
and industry’s division of employment 
security. 

Workers received $21,800,000 in ben- 
efits under private plans. Payments by 
the state’s systems totaled $5,389,780. 
In 1950, private plan benefits totaled 
$16,500,000 and state plan payments 
amounted to $5,002,641. Of the private 
plan benefits paid in 1951, about $15,- 
700,000 was paid by authorized insurers 
while the balance of $6,100,000 repre- 
sented disability payments by self- 
insurers. 

The number of approved private plans 
increased from 16,600 Dec. 31, 1950, to 
17,650 Dec. 31, 1951. Employers whose 
workers are protected by the state plan 
provisions of the law numbered about 
28,000 at the close of the year. 

The number of workers covered by 
private plans reached a total of 989,500 
or 67,000 more than at the end of 1950. 
The rise was in proportion to the in- 
crease in the number of workers in cov- 
ered employment. An estimated 1,900,- 
000 workers are covered for disability 
in New Jersey. 

On the 37,600 claims filed under the 
state plan last year, 78.5% or 29,500 
were held eligible for benefits. More 
than 4,000 were ineligible because the 
worker was covered by a private plan 
while 2,000 had insufficient wage credits 
on which to base a claim. Only 1,600 
were denied benefits because they did 
not meet the eligibility requirements of 
the law. 

Of the claims filed under private plans 
206 cases involved complaints. Of these, 
half were settled informally through in- 
terviews and correspondence while the 
balance was referred to a hearing officer. 














2 Companies in Conference 


Preferred Life of Dallas and Eco- 
nomical Mutual Fire of Kitchener, 
Ont., have joined H. & A. Underwriters 
Conference, which now has 170 com- 
pany members. 


Kansas Assn. of A. & H. Under- 
writers, meeting at Wichita, heard Mil- 
ton Zacharias, Wichita attorney, vice- 
president of Exchange Clubs of 
America, speak on anti-American in- 
fluences. 











in a series of advertisements outlining advantages enjoyed 
NUMBER TWO by field underwriters of the Equitable Life of pay — 


TRAINED FOR 


SUCCESS © 


I ield underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the-Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
‘is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 
progress of all recruits. 


HOUITABLE 


OF IOWA 


FOUNDED IN 1867 IN DES MOINES 


&. 











Assets over $47,000,000 e 


RUNNING YOUR OWN SHOW 


Are you a good worker? A good manager? A good producer? If 
your answer is “‘yes’’ to all three questions, then you are definitely 
running your own show. The big question is, “are you getting paid 


for it?” 


Western Life believes that a fieldman whose self-management and 

volume should be 
rewarded accordingly. That if you can work without a middleman, 
you have every right in the world to make his profit yours. If you 
can stand on your own two feet and enjoy it—if you like the idea 
of getting paid for your real worth—if vested renewals and a com- 
pany pension plan appeal to you—then check with Western_soon. 
You might qualify for one of our openings as a personal producing 


self-motivating ability produce above average 


Insurance in Force over $215,000,000 


General Agent. Your Manager’s or General Agent’s recommendation | 


will help. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. 


Write or wire: Western Life, Western Life Bldg., Helena, Montana 
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Parinership Easy to Sell, 
No. Cal. Congress Is Told 


“Partnership life insurance is one of 
the easiest services to sell,” Doyle M. 
Smith, general agent of Penn Mutual 
at Sacramento, told the 1,000 attending 
the northern California sales congress at 
San Francisco. With the aid of two 
members of his agency, James A. Board 
and Elmer O. Anderson, Mr. Smith then 
proceeded to prove his statement with 
an impressive demonstration of such a 
sale. 

Mr. Board and Mr. Anderson were 
the two business partners, with a differ- 
ence of 18 years in their ages. The ease 
with which Mr. Smith guided his pros- 
pects through the basic information 
needed to establish the need, and the 
sublety with which he met some of the 
questions pertaining to the personal 
phases affecting the family status of 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans. Thirty-three years 
old — $318,627,809.00 in force. 
Mortality experience 1950 
16.17%. Rate of assets to lia- 
bilities — 108.54%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 


to 
THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 


Carl F. Granrud, President 
608 Second Ave. So., Minneapolis 2, Minnesota 
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each, showed why he called partnership 
the “easiest.” 

This demonstration followed a_ well 
arranged program of three talks with 
a continuity of interest. 

G. Cameron Hurst, Jr., associate man- 
ager of New York Life at San Fran- 
cisco, spoke on the philosophy of a ca- 
reer, stressing the basic human factors 
that motivate human aims and ambi- 
tions. He emphasized that in these days 
of uneasiness and rumblings of discon- 
tent, life insurance is an “oasis of plenty 
in an economic desert,” is the most im- 
portant promise toward preventing a 
complete shift of all individual respon- 
sibility to an all-powerful state, and is 
“democracy in action.” He brought out 
the value of the work of the life pro- 
ducer in strengthening the basic funda- 
mentals of individual freedom, and the 
need of thorough understanding of gov- 
ernment agencies, such as social secu- 
rity, to serve the public adequately. 


Two Schools of Thought 


The next two talks, on package selling 
by John L. Sexton, West Coast Life, 
and “Why Sell Bread by the Ton” by 
James M. Banghart, New England Mu- 
tual, revealed two schools of thought. 
Mr. Sexton told of the development of 
package selling based on present poli- 
cies, each containing services which in 
effect make most of them “packages.” _ 

Mr. Banghart extolled the virtues of 
program selling, saying that “program- 
ming is a necessity” and that in his 
opinion this method will ultimately be 
the “only way” life insurance will be 
sold. 

One of the points, or series of points, 
Mr. Banghart stressed was the need for 
producers to know all details of compul- 
sory coverages, such as social security, 
and the limitations of group plans and 
settlement options. He pointed out that 
under compulsory systems the individual 
has no freedom of choice and no con- 
trol—factors that must be considered in 
presenting a complete program. 

The “buying bread by the ton” title 
came from his description of purchasing 
lump sum insurance as against the bet- 
ter system of income, “having dollars 
each day, each week and each month” 
with which to buy fresh bread daily as 
against a ton of bread “in the base- 
ment,” which is easily dissipated and re- 
sembles ‘dollars in confusion.” He 
agreed that program should be re- 
viewed periodically and that the status 
of parents be thoroughly studied. He 
also gave detailed descriptions of ob- 
taining data, the position of the under- 
writer with reference to the husband 
and wife so their reactions may be 
observed, and the development of the 
problem which prompts the prospects to 
ask: “What do you suggest to meet 
those conditions?” 

“Programming,” he said, “is a map 
toward a guaranteed life.” 


Factors in Estate Planning 


The afternoon session, with L. Edwin 
Wang, president Oakland-East Bay Life 
Underwriters Assn., presiding, was de- 
voted to a detailed series of episodes 
designed to illustrate the salesman’s op- 
portunities in the field of estate planning. 
Those participating were Ray Bradford, 
Jr., American National, the salesman; 
Louis H. Penney, C.P.A.; C. O. Van 
Every, estate planning consultant of 
San Francisco; Francis E. Whitmer, 
trust officer American Trust Co., and 
A. D. McNeil, attorney. 

The day came to a highly inspira- 
tional close with the address by Hugh 
S. Bell, Equitable of Iowa, Seattle, on 


honest friendliness. 
petuate, renew and replenish these con- 
tacts through activity on a social level 
in various clubs, sport groups and civic 
associations. 


New Client Club 


Sales Ideas and Suggestions 





“The Crown Jewels.” 

Jack Rawlings, general agent of 
Acacia Mutual, was general chairman of 
the congress and conducted the morning 
session. The day started with a wel- 
come and an outline of the objectives of 
the meeting by Ray Deston, John Han- 
cock, president of the San Francisco 
association, congress sponsor. 





How McFarlane 
Processes the Raw 
Material for Sales 


One of the most scientific prospectors 
in the business, Frank L. McFarlane, 
Northwestern Mu- 
tual, Cleveland, de- 
scribed for Chi- 
cagoans how as a 
“manufacturer” he 
processes his “raw 
material.” When 
he had finished 
telling the 400 at- 
tending the break- 
fast meeting of 
Chicago Assn. of 
Life Underwriters 
how he_ has or- 
ganized his _ pros- 
pecting they could 
appreciate why he 
has been a member of the Million Dol- 
lar Round Table since 1941. 

Mr. McFarlane clasifies prospects as 
raw material which must be handled, 
classified and graded. His overall plan 
of prospecting, interviewing and closing 
is organized to the point of formula, and 
he makes only slight deviations in each 
case. 

He has divided his prospecting into 
five distinct categories or raw material 
bins. His first is personal friends on 
whom he uses less persuasion than 
He seeks to per- 





F. L. MeFarlane 


Secondly, he has evolved his “Mc- 


Farlane New Client of the Month” Club 
in which he circularizes clients with a 
printed postal card requesting them to 
give him the name or names of any ap- 
parent prospects. Although such cards 
have been used succesfully by many 
i he carries the process a step fur- 
ther. 
on all clients which includes prospecting 
information and from where or whom 
the lead was obtained. When a case is 
closed, he writes a personal letter to the 
man who gave him the lead, telling 
him that the lead was successful and 
thanking him for it. Often, Mr. Mc- 
Farlane says, the personal letter results 
in a few more leads or at least lets a 
client know that his help is appreciated. 


Bin three is a master card file 


The fourth area of prospecting is with 


employes in a large company or cor- 
poration. Through the years he has built 
a sizable list of clients in many com- 
panies. 
whom he has sold within the prospect’s 
company and advises him to contact any 
one of these if a reference is desired. 
With many companies he has built such 
a large clientele that he has become 
known as “the company life insurance 
man” even though he has no group con- 
tact. Such a following is useful on busi- 
ness insurance cases. 


He sends a list of the men 


Down in the last bin are the financial 


advisers, the wizards of banking, the 
probate attorneys and the accountants. 
Such men in the city of Cleveland have 
become friends of Mr. McFarlane solely 
through his professional reputation. A 
number of ample cases have been di- 
rected to him because of his associa- 
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of paper work involved and the time 
consumed would be of little value if his 
Jan ‘were incomplete or if the client 
was unsatisfied. L 

His system has given him success. He 
jtemizes it this way: First, learn the 
business; second, develop a large num- 
ber of successful prospects; third, con- 
duct yourself in a professional manner. 











a 
Groups Plan Consolidation 

Chicago Assn. of Home Office Life 
Underwriters held a joint February 
meeting with Chicago Women’s Life 
Underwriters Organization to discuss 
plans for consolidating the two groups. 


_— 


Convention Dates 








-16, Managers conference, New 
gett eine Life Underwriters Assn., Gid- 
eon Putnam hotel, Saratoga Springs, N. Y. 


17-19, Small companies spring 
Ges of LIAM.A Edgewater 
Beach Hotel, Chicago. “ 
h 17-18, general agents and man- 

agurs conference of N.A.L.U., Chicago. 
‘March 17-20, midyear meeting of Na- 
tional Assn. of Life Underwriters, Chi- 


0. 
py 20-22, N.A.I.C. Zone 5, Baker ho- 


Ss Life I rance Adver 

7-28, ife Insu ™ 
tee hees., Eastern Round Table, St. 
Moritz hotel, New York City. 

March 31-April 1, N.A.LC. Zone 2, Ho- 
tel Roanoke, ogre gem mie 4 

1-April 3, N.A.I.C. blanks com- 
nnarch sotel Commodore, New York. 

April 7-8, L.I.A.M.A. A. and H. spring 
conference, Drake hotel, rene i 

-18, Life Insurance Advertisers 
Po ag Central Round Table, Park 
Plaza hotel, St. Louis. 

April 21-23, Home Office Life Under- 
writers Assn., New York City. 

April 23-25, Life Insurers Conference, 
Edgewater Gulf hotel, Edgewater Park, 
Miss. 

April 24-25, N.A.I.C. Zone 3, Long Beach 
Resort, Panama City, Fla. nape : 
-29, Southern Roun ‘able o 
Bg Rotts Advertisers Assn., Jung 
hotel, New Orleans. ; 
May 5-7, L.I.A.M.A. large companies 
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‘conference, Westchester Country Club, 

Sa ference Amer 
9-20, Insurance confer - 

it aemnaement. Assn., Hotel Statler, 

New York City. 

96-28. H. & A. Underwriters Con- 


tame annual, Cosmopolitan hotel, Den- 
ver. 
May 26-27, Life Office Management 


Assn. conference, Broadmoor hotel, Colo- 


rado Springs, Col. me 

June 4, Fraternal Actuaria 
Edgewater Beach Hotel, Chicago. it 

13-17, Million Dollar Round Table, 

PR | Mt. Washington hotel, Bretton 
Woods, N. H 

June 16-19, International Assn. of A. & 
H. Underwriters, annual, Asbury Park, 
N. J. 


Assn., 


June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. as 

Sept. 8-12, National Assn. of Life Un- 
Sararitess annual convention, Atlantic 


ot. 21-23, Life Office Management 
Assn. conference, Netherland-Plaza ho- 
tel, Cincinnati. 

Sept. 29-Oct. 1, Bureau of Accident & 
Health Underwriters, annual, Grove Park 
Inn, Asheville, N. C. 

Sept. 22-24, Life Office Management 
Assn. conference, Chalfonte-Haddon Hall, 
Atlantic City, N. J. 

Sept. 29-Oct. 1, Life Insurance Adver- 
tisers Assn., annual, Mount Royal hotel, 
Montreal. 

Oct. 23-25, Midwest managers confer- 
ence, sponsored by Indianapolis General 
Agents & Managers Assn., French Lick 
Springs hotel, French Lick, Ind. 

1953 
Life Office Management 


May 25-26, 
New Ocean House, 


Assn. conference, 
Swampscott, Mass. 


Holds 25th Bowling Contest 


The silver anniversary tournament of 
the Royal League National Bowling 
Assn. will be held at Cleveland, May 3-4. 
Members in Ohio, Michigan, Illinois, 
Missouri and Minnesota will compete in 
team, doubles and singles events, with 
a separate section for women. The first 
Royal League tournament was held in 
1927 at Chicago. 


ROBERT E. SNAVELY, 62, district 
Manager of Praetorians, died at San 
Antonio. He was also a partner in a 
general insurance agency there. 
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Chicago to Hear Huebner 
at Annual Sales Congress 


The sales congress of the Chicago 
Assn. of Life Underwriters will be held 
March 20 following the midyear meet- 
ing of N.A.L.U. association. Scheduled 
to speak at the congress is Solomon S. 
Huebner, president of the American 
College. 

Co-chairmen of the event are Doren 
E. Trump, Metropolitan, and Walter C. 
Leck, State Mutual. More than a thou- 
sand are expected to attend. 





Blend Youth and Age in 
Okla. Congress Program 


More than 600 attended the sales con- 
gresses of Oklahoma Assn. of Life Un- 
derwriters at Tulsa and Oklahoma City. 
The same program was presented at 
both meetings. Speakers included a 
group of young agents who have made 
exceptional production records and a 
panel of experienced men who have 
been outstanding producers for years. 

Among the former was Paul J. Mer- 
rill, Phoenix Mutual, Tulsa, who at- 
tributed much of his success in writing 
70 applications for $304,000 his first 
year to sending out at least 100 letters a 
month, with followups to those from 
whom no answer was forthcoming. He 
also recommended weekly tally sheets 
to keep the agent informed of just what 
he accomplishes. 

The second step, according to William 
J. Simpson, Equitable Life of Iowa, 
Bartlesville, is having the right answer 


for all questions, which is _ possible 
through thorough knowledge of the 
business. 


Noel L. Welsh, Metropolitan Life, 
Tulsa, was moderator of that panel. 


Anderson Heads “Later Years” Panel 


The panel that discussed “The Later 
Years of Career Life Underwriting” had 
L. D. Anderson, Mid-Continent Life, 
Oklahoma City, as moderator. 

“Because of the high cost of living, 
increasingly high taxes that promise to 
go higher the average family man is 
turning to modern legal reserve life 
insurance as the only self-completing 
plan which permits a man in one in- 
vestment to provide a financial future 
free from fear,” Jack G. Wiggins, as- 
sistant manager of Equitable Society, 
said. “Assuming that this is true and 
realizing that income is the one thing 
a person needs for himself if he lives 


too long and the most essential thing 
his family will need should he die too 
soon, then it is just common sense that 
the owners of life insurance are entitled 
to receive our very best and most skill- 
ful counsel and service as they plan their 
financial futures. 

“An actual survey shows that of all 
the lapsed policies over a two-year 
period in our own agency, approxi- 
mately 70% were not earmarked for any 
specific objective, but merely would pay 
the beneficiary so much money. 

“It might be wise to draw some spe- 
cial beneficiary arrangement for every 
contract you place so that the purchaser 
will realize later on why the contract 
was purchased and what it will accom- 
plish.” . 

Also on the panel were Floyd L. 
Champeau, Prudential, Oklahoma City, 


and O. Shoaf, Home State Life, 
Ponca City. Other speakers included 
Bert G. Ripley, Southwestern Life, 


Wichita Falls, on “The Gimmick That 
Doubles and Trebles Your Produc- 
tion’; James R. Adams, American Na- 
tional, Birmingham, who repeated his 
discussion of “A Philosophy of Achieve- 


ment,” and Verlin J. Harrold, Lincoln 
National, Fort Wayne, “Calling Your 
Shot.” 


Memphis Life Leaders Elect 


Memphis Life Leaders Club has 
elected Bruce Blalack, Travelers, chair- 
man; Herman Appleson, vice-chairman; 
Lester A. Rosen, honorary chairman; 
Russell Perry, secretary. Mr. Blalack' 
is past president of Memphis C.L.U. 
chapter. 





New Orleans—James F. Love, R. & R: 
Service, will speak Feb. 21 on ways and 
means by which the individual agent can 
earry Out an effective program of “per- 
sonal rearmament.” 

Sioux Falls, S. D—Wendell F. Ham- 
marley, new manager for New York Life 
at Fort Worth, and past president of the 
association, received a desk clock honor- 
ing his past services. 

Pittsburgh—Robert J. Weidner of Re- 
liance Life, addressed the Butler branch 
on foundation fundamentals. John A. 
Erskine, general agent for Mutual Bene- 
fit Life in Pittsburgh, talked on “Some- 
thing Overlooked” at the Uniontown 
branch. William F. Leax, agency super- 
visor for the western Pennsylvania de- 
partment of Reliance Life, discussed the 
joy of labor at the Washington branch. 
William M. Steele of Aetna Life, ex- 
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SURANCE 


Like other Fraternal Societies, Modern Woodmen of America 
provides “extra” benefits in addition to modern life insurance 
protection. These benefits are given to members at no extra cost. 
Outstanding is Modern Woodmen’s Polio Protection Plus whereby 
members automatically receive: immediate payment of $250.00 
when polio strikes; an additional payment of $250.00 if the attack 
results in crippling after-effects or death. Only Fraternalism could 
possibly offer Modern Woodmen Polio Protection Plus at no extra 
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tolled the romance of life insurance at 
the New Castle branch. Harry W. Wel- 
ton of Connecticut General Life, dis- 
cussed objectives of the agent and pros- 
pect at the Beaver Falls branch. 

St. Joseph, Mo.—William B. Smith of 
Penn Mutual Life at Kansas City, past 
secretary-treasurer of the association, 


||/ actuaries ||| 
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pointed out the opportunities in the busi- 
ness; Robert K. Zelle, educational direc- 
tor of Missouri Insurance Co., told how 
to answer objections, and Edward B. 
Bates of Connecticut Mutual Life at 
Kansas City, discussed association 
values. 

Cincinnati—A. R. Jaqua, director of the 
institute of insurance marketing, South- 
ern Methodist University, will be speaker 
at the life agency leaders luncheon Feb. 
8 sponsored jointly by the Cincinnati 
association and Cincinnati Associated 
Life General Agents & Managers. 

Chattanooga, Tenn.—R. C. Patton has 
been elected secretary to succeed H. D. 
Flickinger, recently transferred by his 
company to Baltimore. 

Harry I. Davis, general agent for Mas- 
sachusetts Mutual at Atlanta, in a talk 
estimated that “20% of life underwriters 
sell 80% of the business” and then pro- 





ceeded to enumerate the qualifications 
of an agent in that 20% group. 

The association is one of 11 local or- 
ganizations sponsoring a clinic for sales 
people Feb. 19-21, which 2,000 to 3,000 
are expected to attend. 

Richmond—Rufus White, vice-president 
of Pilot Life, discussed why men buy life 
insurance today. 

Denton, Tex.—A new association was 
organized by G. Archie Helland, Con- 
necticut Mutual, president, Joe D. Callo- 
way, Amicable Life, regional director, 
and Eddie H. Dyer, Southland Life, vice- 
president of the Texas association.. Mark 
T. Lockhart, American National, is pres- 


ident, and Henry R. Elbert, secretary. 
Sherman, Tex.—President G. Archie 
Helland of the Texas association met 


with Texoma association and spoke on 
the value of membership in the state and 
National associations. 








Excellent Year for Many Companies 
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in force was $224,718,704, a gain of 5.1%. 
Assets increased by 5.7% to $71,433,509. 


Total income was up by 6.1% and 
amounted to $10,105,042. Surplus to 
policyholders increased by 6.9% to 


$5,575,426. Policyholders were paid $3,- 
489,424. Net interest earnings increased 
to 3.32%, the highest rate since 1943. 


MUTUAL LIFE 

Volume for the year of Mutual Life 
of New York dropped 4.4% in 1951 to 
$279 million as compared to $292 million 
in 1950, but following reduction of 
gross premiums on new policies in Sep- 
tember, new life insurance in the last 
quarter spurted 11% over the volume 
in the same period of 1950. Insurance 
in force rose from $4,419,000,000 at the 
end of 1950 to $4,516,000,000 in 1,372,000 
policies. Payment to policyholders and 
beneficiaries were $125,800,000 compared 
to $121,500,000 in 1950. 


NORTH AMERICAN, CANADA 

Net new business of North American 
Life of Toronto amounted to $106 
million, 20% greater than that of 1950. 
Net new ordinary was more than $70 
million, exceeding 1950 by 16% and 
group business at $35 million was up 
27%. The average sale of ordinary rose 
from $4,600 in 1950 to $4,900 in 1951. 
Termination rate for total business was 
at 3.9% and for ordinary business in- 
creased from 4.4% to 4.9%. The gain 
of total business in force was 
more than $97 million, or almost 13%, 
bringing the business in force at the 
end of the year to more than $701 
million. The average ordinary policy in 
force at the end of the year was $3,041 
compared to $2,902 in the previous year. 
The average amount of group contracts 
in force increased from $236,000 to $260,- 
000. 


Premium income of $19,500,000 was 
more than 11% greater than that of 
1950. Group premiums accounted for 


18% of the total compared with 12%% 
in the preceding year. Death claims for 
the year totaled almost $3,200,000 up 
from $2,800,000 in 1950. Total policy 
payments were $8,900,000 coompared to 
$7,800,000 in 1950, an increase of 11%. 
A somewhat greater demand for sur- 
render values was noted. General ex- 
penses were more than $1,100,000, up 
11%. Remuneration, both by commis- 
sion and salary of 1,200 people was 
$3,500,000, an increase of 14%. Total 
expenses, including taxes, were $5 
million compared with $4,400,000 in 
1950. The gross interest earned rate 
rose from 3.91% to 3.96%. Assets in- 
creased during the year by $11,900,000 
or 8% to total $156 million. 


OCCIDENTAL, CALIFORNIA 


Occidental of California preliminary 
figures indicate that the total life insur- 
ance in force will substantially exceed 
$3,250,000,000. Since Jan. 1 the company 
has passed the $2 billion mark in ordi- 
nary life in force, gaining the second 
billion in less than four years. Ordinary 
in force at year-end was $1,998,000,000. 
The preliminary figures indicate that 
1951 ended with more than $1,250,000,000 


group insurance in force. This repre- 
sents a gain of nearly 25% in the group 
in force in 1951. 


PILOT LIFE 

Pilot Life gained more than $46 
million in life insurance in force last 
year with total increasing to $580 million. 
The increase in premium income for 
1951 amounted to $2,541,690, bringing 
total premium income for the year to 
$18,255,878. Assets increased to $89 
million, a gain over last year of $8,870,- 
000. Capital and surplus now stand at 
$12,700,000, the increase for the year 
being $1,500,000. Payments to policy- 
holders and beneficiaries totaled more 
than $7 million, exceeding payments of 
the previous year by $1 million. The 
net rate of interest increased to 3.89%. 


PROVIDENT L. & A. 


Provident L. & A. set a new record 
in A. & H. premium income which 
totaled $33,784,242 for the year, a gain 
of $5,529,919 over 1950. Life insurance 
in force reached $889,277,744, a gain of 
$124 million. The company paid to 
policyholders and beneficiaries a_ total 
of $29,493,409. Business gains in all 
departments were record. Mortgage 
loans represented 51% of assets, which 
included $22 million in bonds and more 
than $35 million in mortgages. 


SOUTHLAND LIFE 


Southland Life representatives during 
1951 sold $92,672,670 of new life insur- 
ance. Total insurance in force increased 
to $703,272,520. Assets are now in ex- 
cess of $150 million. 


SOUTHWESTERN LIFE 


Southwestern Life agents paid for 
$121,207,090 during 1951. Insurance in 
force increased to $891,107,312. Pay- 
ments to policyholders and beneficiaries 
amounted to $12,395,856 compared to 
$10,289,556 in 1950. Assets rose to $245,- 
641,716, an increase of $22,551,580. There 
was $1,500,000 added to surplus and 
$529,464 to reserves to contingencies, 
raising the surplus to policyholders to 
$22,982,110. The assets consisted 40% 
of loans on real estate. The average 
policy size rose from $5,063 in 1950 to 
$5,298 in 1951. 


UNITED L. & A. 


United L. & A. of Concord, N. H., 
reported new life insurance sold during 
the year of $17,522,924. The total in 
force was $126,179,914, an increase of 
$10,180,492 over the previous year. As- 
sets increased $1,491,426 to a total of 
26,485,368. Surplus increased $89,491,- 
000. 








Toronto C.L.U. Elects Mills 


Toronto C.L.U. has elected Harold A. 
Mills, Monarch Life of Canada, as chair- 
man. Other officers are Howard J. 
Crofts, London Life, vice-chairman; Len 
W. Sumner, Mutual Life of New York, 
treasurer and R. L. Kayler, Excelsior 
Life, secretary. 


Research Projects 
Stress Value 
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dle of tl 
e of this year, when the entir j 
is scheduled to be completed. « on 

The research project on capital te. 
quirements in the American economy 
under the direction of Dr. Simon Kuzney 
of the National Bureau of Economie 
Research staff and the University of 
Pennsylvania faculty, will seek to an 
swer whether in the coming years the 
prospective demand for capital funds 
will be sufficiently great to meet the 
investment requirements of life com. 
panies and other providers of Capital 
funds. 

“This, of course, has long been the 
$64 question in the lite insurance bysj. 
ness,’ Dr. O’Leary observes. “The 
problem is an exceedingly complicated 
one which is made even more difficult 
in many respects by developments in the 
field of international politics, but it js 
widely felt both in private circles and in 
government, that the study is highly 


worthwhile and offers great possibilities” | 


The grant for this work is $300,009 
and the estimated time for completion 
is three years. It has already been under 

Dr. O’Leary said that a great deal of 
progress has been made in the study in 
the way of building up the data on past 
capital formation and a good deal of 
thought has been already given to the 
various forces which have led to capital 
formation and the trends involved. 
Formula Study Delayed 


The O’Leary report says that the 
study of formula plans for the purchase 
of common stocks, being _ financed 
through a $10,000 grant to Emory Uni- 
versity and an additional $10,000 from 
other sources, was originally scheduled 
to go to the printer by the end of last 
year but a number of suggestions made 
by life insurance officers and others re- 
quired the preparation of additional ma- 
terial, on which work is now being done. 
It is expected that this will be completed 
within the next few months and the book 
will then be published by McGraw-Hill. 

The study will describe the operation 
of the various formula plans which are 
currently in use for the timing of com- 
mon stock purchases and sales and will 
also test analytically the investment 
experience of investors under the various 
types of formula plans. 


RECORDS 


New England Mutual sold more new 
insurance in January than in any pre- 
vious month in its 108 years. The total 
of slightly over $39 million exceeded the 
previous record set in August, 1950, by 
more than $3 million, and shows an 











increase of $7.5 million or 23.5% over 
January, 1951. 
New life insurance written by the 


agents of Southland Life in January set 
a new record for that month. The total 
was in excess of $7% million, 25% above 
any previous January. 








Claris Adams, president of Ohio State 
Life, presents to R. G. Leuzinger, genera 
agent at Columbus, 0O., the president's 
trophy which the Leuzinger agency won 
in a recent campaign. Frank L. Barnes, 
vice-president and a director of agencies, 
is looking on. Mr. Leuzinger was also given 
the builder’s award for the best record last 
year. Wayne Lewis of the agency, leading 
producer in the campaign, was given 4 
plaque. 
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NATIONAL 
LIFE’S 


National Life’s one hundred and second year produced operating 
results which it is believed will bring increasing satisfaction to 


policyholders and their beneficiaries. 


The Company paid $29,735,925 in benefits under contracts, the 
largest amount since the Company began business. 


New sales of National Life insurance aggregated $129,339,226, 
the second largest annual sales in the Company’s history. 


Insurance in force aggregated $1,220,252,641, an all-time high, 
and an increase of $82,008,800 during the year. Mortality in 1951 
was especially favorable. 

The National Association of Insurance Commissioners recently 
has changed the method of computing net interest earned. Also, 
for 1951, all of the Federal income tax in the sum of $955,000 
has been charged against investment expense instead of part of 
the tax as last year. Thus, the Company earned 3.43% net in 
1951 before Federal income tax and 3.21% after this tax. On the 
basis used a year ago, 3.39% net was earned in 1951, compared 
with 3.37% in 1950. 

For the tenth consecutive year no bond in the statement was 
in default. All dividends on preferred stocks were current. Bonds 
are shown in the statement at amortized values; stocks at market 


values. 


Reserves for all outstanding contracts totaled $406,615,628, an 
increase of $23,339,280 over last year. The voluntary addition of 
$200,000 to disability reserves and $400,000 to annuity reserves 
completes for the time being our program of voluntarily strength- 
ening the reserves of the Company to give recognition to changed 
conditions. No computation of reserves was based on an interest 
rate above 3%. 

The Directors voted to maintain in 1952 the same dividend 
scale in effect in 1951 and $7,400,000 has been set aside for this 


purpose. 


A security valuation reserve of $364,062 has been set up in accord 
with a new program of the Commissioners’ Association. 


Surplus at the year end totaled $23,911,942, showing an increase 
of $1,989,746. A list of security holdings will be available upon 


request. 
DEANE C. DAVIS, President 


DIRECTORS 


John M. Thomas—Former Univer- John R. McLane—Lawyer 


sity President 
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102nd ANNUAL STATEMENT of FINANCIAL CONDITIC 
—December 31, 1951 


ASSETS 


Soe on Hand and in banks $ 5,310,824 | 
onds: 
U. S. Gov’t—Direct or guaranteed 34,988,229 © 
State and Municipal—United States 634,666 — 
Public Utility 60,077,657 — 
Dominion, Provincial, Municipal—Canada 4,781,917 
Industrial and Miscellaneous 15,466,884 


~ $115,949,353 
Preferred Stocks at market quotations 10,508,211 


First Mortgage Loans: 
ity . 
Insured by Federal Housing Administration... 188,708,366 © 
Guaranteed in part by Veterans’ Administration 55,453,542 © 
50,065,369. © 
4,472,370 © 
$298,699,647 
8,350,158 _ 


12,290,452 © 
210,615 
1 


Second Mortgage Loans fully guaranteed by Veter- 
ans’ Administration 

Real Estate at cost or less: 
Purchased for Investment 
Under Contract of Sale 

Home Office Building 


$ 12,501,068 | 


Loans on Company’s Policies 15,837,270 © 


Premiums Receivable 

Accrued Interest and Rents 

Other Assets 

Trust Funds for taxes, etc., Mortgage Borrowers... 


TOTAL ADMITTED ASSETS 


4'859,751 
$483,477,029 | 


LIABILITIES 


Policy Reserves: 
Insurance 
Annuity 
Policy Benefits left for future income payments. . 


$286,286,653 
66,775,506 
53,553,469 
 $406,615,628 1 
1,229,008 


17,990,324 
12'590,546 


“$ 30,580,870 


Policy Claims in process, including provision for 
claims unreported 

Policyholders’ Deposits: 
Dividends left at interest 


Provision for 1952 Dividends 


Edward S. French—President, Bos- 
ton and Maine R. R. 

Hall P. McCullough—Lawyer 

Ernest M. Hopkins—Chairman of 
the Board 

George H. V. Allen—Trustee and 
Treasurer, Middlebury College 

Ralph E. Flanders—United States 
Senator 

Lewis B. Williams—Chairman of 
Board, National City Bank of 
Cleveland 


Lloyd D. Brace—President, First 
National Bank of Boston 


L. F. Whittemore—President, Brown 
Company 


Deane C. Davis—President 


L. Douglas Meredith — Executive 
Vice President and Chairman, 
Committee on Finance 


Geoffrey S. Smith—President, Gir- 
ard Trust Corn Exchange Bank, 
Philadelphia 





Provision for Taxes payable in 1952 

Agency and Investment Items in Process 

Pension Reserves—Home Office and Agents 
Other Liabilities 

Trust Funds for taxes, etc., Mortgage Borrowers. . 
Security Valuation Reserve 

Surplus to Policyholders 


TOTAL LIABILITIES AND RESERVES 


Bonds and Stocks are included at amortized or other values as prescribed by the 
National - Association of Insurance Commissioners. Securities carried at $260,119 
in the above statement are deposited with four States as required by law. 





NATIONAL LIFE Insurance 


Company, Montpelier VERMON 














